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A Time for Re-creation of Merchants 


N these stirring times you may not be cog- 

nizant of it, but if you are alive you are 

being transformed into a different sort of 

merchant than you were three years ago. 
You will never go back to what you were before, 
and it is up to you just how far ahead you will 
get. 

You cannot throw into the melting pot of ideas 
seething at the active conventions now being held in 
the West, a bunch of shoe merchants, all in search 
of information and inspiration, without advancing 
the whole craft another peg. 

They may not absorb all the good things, but 
like a flash some day an idea is re-created and put 
to the individual use of the man who kept his eyes 
open and his ears unmuffled. 

Merchants have learned by the education of 
travel, the stimulus of conventions, and the swapping 
of ideas, that mere shop keeping is not business, but 
that real merchandising is equally possible in the 
smallest town as in the largest city. Fashion, he has 
learned, is a tangible part of every dollar rung up on 
his merry little cash register. The status of an author- 
ity on styles, instead of a recipient of complaints, 
better suits the new merchant who may be old in 
experience but keen on new tricks. Come out to an 
Ohio convention and see the eagerness with which 
merchants follow the trend of fashion in women’s 
attire, colors, silhouettes, heights of skirts, distance 
from the ground, and all the angles of style thought 
which were foreign to the sale of shoes not so many 
years ago. 

But for this new vision of shoe merchants such 
products as have taken their place co-equal with 


‘as popular as they are. 


leather would not have had opportunity for becoming 
Open mindedness is most 
apparent. Real style study is most apparent and is 
on the increase. Good taste is being taught in shoe 
stores. Real knowledge of the influences of fashion 
on footwear is growing and the man who fills his 
mind with the technical minor points of edge trim, 
bottom finish, and pin points has little room for the 
major reasons for the existence of that style. 

When you pay big money for a dozen pairs of 
shoes, take it for granted in part that the real factory 
organization is not going to turn out a slipshod 
product. For you, the thing to do is to judge that 
style on its merits of fashion and its accord with the 
developments in styles in costume. We cannot help 
emphasizing the point that the ‘Recorder’ sensed 
this new spirit of merchandising far in advance 
and has consistently advocated the new principles 
which mean opportunity and profit and a place for 
the shoe store co-equal with any service to the public 
if not superior to any. Justification of our policy is 
to be noted by the constant stream of new subscrip- 
tions. We cite over one hundred in a single day’s 
mail, and a holding of our old and valued friends, some 
of whom have been with us for thirty-five years. 
At the Ohio convention alone, without solicitation a 
dozen men accosted the editor in the first day’s ses- 


‘ sion and asked to be admitted to the ‘‘Recorder’’ 


association of subscribers so that they might be better 
posted on the big movements of style today. Style is 
paramount and over eleven thousand of the leading 
shoe merchants of the world agree that the “Recorder” 
stands first in fashions in footwear and their guiding 
partner in “getting more shoes sold right.” 
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Development of Low Footwear Significant 


Summer the Seasonable Time for a Change of Types of Footwear from 


High to Low 


S the trade letting good opportunities drift 

away through lack of development of possi- 

bilities for profit? In the comment of mer- 

chants the country over the question is 
asked, ‘“‘What shall I do for low footwear?” The 
answer is never decidedly ‘‘colonials’” or “‘pumps” 
or “oxfords,” and the retort might often be “keep 
away from anything but boots.” Such a condition is 
not a healthy one—it does not produce activity in 
salesmanship or in merchandising. 


Keen Minds Are Doing This: 


What are the leading shoe merchants of the coun- 
try doing for low footwear? Just this: a number of 
the largest shoe merchants have organized a selling 
season to extend from May to August for the pushing 
of low footwear special- 
ties—with especial em- 


Big Sales Follow Knowledge 


In low footwear especial stress must be laid on the 
fitting points of last and leathers. The successful 
sale of low footwear is achieved at the fitting stool 
only with ample sizes and widths. 


New lines are appearing in low footwear. Note 
the wing tip foxing shown in the style number of 
March 3d in a man’s shoe. It has a possible usage 
in women’s footwear. Note in the lines on these 
pages some treatments clever and effective and inter- 
esting enough to the customer to insure sale and 
satisfaction. 

Study the possibilities of low footwear. Note from 
time to time the volume of demand for something 
other than boots and judge by it the field for a revival 
of low footwear for four 
months’ wear each year. 





phasis not on a single ny 
style but on good style 
pointers in all. The show- 
ing on these pages is il- | 
lustrative of the models 
stocked by one of the 
keenest merchants in the 
country. Note the logical 
range and the orderly and 
progressive character of 
lasts and patterns and 
heels. Note that each 
seems to lead naturally 
into the next and from 
it to the one further 
along. The swing of a 
customer’s thoughts from 





Color Chast —~ 


ress Goods 


| a 
(i a 


Logical Style Develop- 
ment Due 


The swing towards low 
footwear cannot be far 
off, for in the logical cy- 
cles of style the woman 
with the money is looking 
for a change. Note the 
re-introduction of oxfords 
in many high-grade stores 





—new oxfords of light 
pattern and last treat- 
ments and meriting popu- 
lar approval. 

In the pump there is 
always merit if it hugs 
the foot and it will re- 








one sample to another is 
easily accomplished if the 
change is explained with 
some measure of logic. 


AN ACTUAL CONDITION ILLUSTRATED 


The ‘‘Recorder” ‘has received requests from shoe merchants 
for charts of advance fabric colors as a shoe buying guide 


main the standard low 
style of footgear for Sum- 
mer wear. 
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More and More Style 


Pronounced Tendencies Toward Fashion Footwear 


By A. A. MEAD, President Upham Bros. Co., Stoughton, Mass. 


HE good work of the “Recorder” is growing 
and it is my belief that it has done a great 
piece of work in educating merchants to the 
fact that, by effort on their part, they can 

influence women to think about their feet. 


events” look for new footwear on lasts quite 
the reverse from the generally accepted sport last. 
To fine lasts, clever patterns and new materials, look 
for the latest sport development for in the garment 
vogues much thought is given to clothes to be worn 


That thought of costume footwear means greater 


opportunity to the retail trade. 
Shoes will become appreciated ar- 
ticles of apparel with .a definite 
place in the “tout ensemble” of 
the well-garbed woman. Good 
taste demands proper footwear 
for each distinctive costume— 
good sense warrants emphasis on 
the part of every shoe merchant 
on the principles back of the move- 
ment for real style in footwear. 
The New Tendency in Tops 
You will find this to be true, that 
constant wear of boots has the ten- 


dency of slimming up the ankles—_ 


therefore look for trimmer and 
neater tops each season. Happily 
the shoe merchant has learned that 
changes of lasts each season are 
unnecessary when standard fitters 
have been achieved. Once you 
get the wood placed right, stick 
to that model. Many sales more 
per day are possible when the 
sales-person knows the fitting val- 
ues of the few lasts carried. The 
wood in lasts is being put to pro- 
duce shapeliness and at the same 
time fitness. 

Lasts and Colors for Sport 

With the major development 
of sports as “fashion display 


outdoors. 





The Upham Girl wearing footwear with 

topping in old Paisley design—the bag 

and belt is in similar material. The 

design is revealed in the background— 

as an index of costume footwear it tells 

the story of harmony in design in ac- 
cessories. 


The use of color in footwear is 
on the increase. In the medium 
and dark shades of gray there is 
style safety—as well as in the me- 
dium and rich shades of brown. 
Fine Summer footwear will run 
also to white, beige, softer colors 
on the order of matching the 
golds, greens and purples in the 
dress effect of Summer. 

The time for style isnow—when 
money is plentiful and apprecia- 
tion of good things is on the in- 
crease. 


A Clever News Sheet 


Fresh off the press the minute 
the convention opened each day 
were distributed copies of the four- 
page news sheet, termed, “The 
Goodrich News.” 

Illustrated with half-tones of 
prominent merchants, cartoons and 
photographs, the paper typo- 
graphically was cleverness itself. 
As a running outline of the big 
convention, it stands a credit to 
L. M. Barton, editor, and the B. 
F. Goodrich Co. of Akron, Ohio. 
To the wit of “Ash” Kennedy is 
due many of the breezy comments. 
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Blazing the Path to Prosperity 


Convention of Big Four---Ohio, Indiana, Illinois and Michigan---Shows 
in Union of Intelligence There Is Strength 


delayed on account of the arrival of a_ grand- 


HE Seventh Annual Convention of the Ohio 

Retail Shoe Dealers’ Association took Toledo 

by storm on Tuesday morning, March 6th. 

Delegates and visitors from all parts of Ohio, 
Indiana, Michigan and Illinois began arriving Mon- 
day afternoon and evening. Tuesday’s registration 
showed that there were on hand for the opening 
session, more than three hundred and fifty men 
whose business success rests upon the merchandising 
of shoes at retail. 

The convention was held in the great Toledo 

Terminal Auditorium and notable supplementary 
features were the displays under the same roof, by 
manufacturers in the shoe and allied industries, which 
in themselves were unusual in size and interest. The 
appearance of the interior was on a par with the 
splendor of the big 
automobile shows 
and one description 
of the general effect 
was that it amounted 
in itself to a shoe and 
leather exposition. 
Certainly nothing 
like it has ever be- 
fore been arranged 
asa feature of a retail 
shoe merchants’ con- 
vention, and the vis- 
itors were unhesita- 
ting in their praise 
of the achievement, 
which exceeded all 
expectations. 


Notable Displays 
Inspected 
Owing to the delay 
of the arrival of 
President A. F. 


Sloane, who was 


In Harmony there is Strength 


son at Laurenceville, Ill., no regular sessions 
of the committees, scheduled for Tuesday morning, 
were held. Tuesday morning, therefore, was taken 
up by the shoe men in visiting the large number of 


‘ display booths in the Auditorium. 


President Sloane called the first session of the 
convention to order at two o’clock Tuesday after- 
noon. He was roundly cheered when he appeared 
on the platform. Mr. Sloane’s popularity is well 
known throughout the State of Ohio, and his recent 
election as Field Secretary of the National Shoe 
Retailers’ Association, brought forth a hearty en- 
thusiastic mark of approval from the hundreds of. 
merchants present Tuesday afternoon. 


Releasing the 
Golden Key 


Charles T. Lawton 
of the legal depart- 
ment of the city of 
Toledo, represented 
Mayor Charles 
Milroy in welcoming 
the shoe men to 
Toledo. Mr. Lawton 
brought his remarks 
to a dramatic close 
by releasing a huge 
golden key from its 
fastening, the key 
swinging out over 
the heads of the 
assembled delegates. 


The Customer--- 
Sale---Profit 
Sam Davis, Effi- 


ciency Expert of the 
May Company of 
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Toledo Convention Figures --- Three Builders of Success 





J. E. HEATH 


Chairman Reception Committee. With 
Simmons Boot & Shoe Co., Toledo, O. 





JOHN F. RAAB 


President Toledo Shoe and Leather Club; 
Chairman of Executive Committee of 
Convention; Manger of Shoe Department 





waa 


WARNER PIERCE 


Chairman Finance and Display Com- 
mittee and Manager of the Lion Store 
Shoe Department, Toledo, O. 





B. R. Baker Co., Toledo, O. 


Cleveland, Ohio, addressed the delegates on the subject 
of ‘The Customer, The Sale and The Profit.’’ He said: 

“In order to make a profit, we must first make a 
sale, and in order to make a sale, we must have a 
customer. In order to get a customer into our store 
and to get more of them, we must plan along broader 
lines, and use bigger ideas in all our efforts. Business 
never before exerted such an influence as it does to- 
day, and it is all due to the service idea, and not to 
the old bargain and price method. You will find a 
kindlier spirit in business today which is due to 
broader education. It is not possible for a selfish 
policy to achieve a lasting success. The shopping 
public today is accustomed to fine treatment, good 


looking stores, and your contact with the customer’ 


must be pleasant and agreeable. It is important that 
we pay attention to service. Service hangs upon the 
thread of confidence that the customer has in you 
and your store. If you treat the customer right, the 
thread of confidence grows as strong as a cable, but 
if you mistreat the customer, you will find that the 
thread of confidence easily snaps. Business today 
may be likened to a triangle. 


The Customer is King 


“You shoe merchants should tell your clerks that 
the customer is the biggest thing in your store. The 
real King is the Customer, he pays all operating 
expenses, he gives you an opportunity to show what 
you can do for him and he is the real Boss. You are 
the Master Servant today as a dealer. There are 
three kinds of clerks:—Help, the Clerk; Helpers, 
the Workers; Helpless, the Shirkers. The test of 


loyalty and of earnestness is the Rainy Day customer. 
Such customers are in your store to buy. They are 
not there to promenade. But the average dealer says 
that a rainy day is a chance to rearrange his stock. 
It is actually a chance to make a friend of your 
Rainy Day customer. Another kind, is the Last 
Minute customer. He comes in just when you are 
covering up your stock for the night and you are eager 
to go home. Such customers want to buy, and the 
customers that do buy are your only profit-makers. 
Your best clerk with such a customer should be a 
friend-maker, not just a sales-maker. Another type, 
is the crank customer, and this kind proves a test of 
salesmanship. It is necessary to be cheerful in 
dealing with such customer. A cheerful ‘Good 
Morning!’ always pays; its importance and value is 
not realized by all dealers. This is illustrated by a 
man who went in a restaurant one morning and sat 
down for his breakfast. The waiter approached 
him and asked him what he would have? He said, 
‘A good morning.’ The waiter on saying Good 
Morning, was told by the customer that he then felt 
more like eating and accordingly gave his order. It 
pays to be cheerful. 


Smiles Take ‘‘Cuss’’ Out 


“Use more smiles in your business, it will grow 
dimples on your sales-checks and wrinkles never grow 
because of smiles. Smiles take ‘cuss’ out of customer 
and takes the ‘ouch’ out of grouch. The voice of 
your salesman in talking to customers makes or un- 
makes sales. So many convey in their voices the 
pain of their corns and the stomach ache. Your 
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reputation with your customer in front of the counter 
is made by the clerk behind the counter. Your 
clerks should be careful of the phraseology they use 
in approaching the customer. Instead of saying, 
“Is there something you want?’ when your customer 
comes in your store, say instead ‘Is there something 
you would like in shoes?’ Of course they want some- 
thing or they wouldn’t come in. You have a right 
to assume that they want shoes and since you are 
selling shoes you should help the prospective sale 
by suggestions. Instead of saying, ‘You are not 
waited on?’ you should say, ‘May we wait on you?’ 
Get away from the negative terms and use positive 
or constructive expression. Do not say that this 
shoe won't do this or that, or won’t wear this way 
or that way. The customer buys shoes for what 
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Elected 
Meeting 
1918 


Officers 
Toledo 
1917 


The Nominating Committee reported the 
following ticket for election Thursday: 

President, Austin Hermann, Chillicothe. 

First Vice-President, C. K. Chisholm. 

Second Vice-President, Harry McLaugh- 
lin, Cincinnati. 

Treasurer, L. M. Wright, Springfield. 

Secretary, Henry Hagemann. 

Three new directors to be elected as 


follows: 
John F. Rosino, Sandusky; George Sho- 
ner, Canton; W. W. Coulter, Bellefontaine. 
Six directors holding over are as follows: 
John F. Raab, T. H. Seibert, A. J. Woll, 
G. H. Geist, M. B. Shoumaker, F. J. Baker. 
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they will do, not what they won’t do. Say what the 
shoes will do or what they are. The clerk should 
talk just enough to help the customer to arrive at a 
decision. Dialogue beats monologue in selling goods. 
See that your clerks give the customer a chance to 
express himself or herself on what he or she wants. 
It is important that you study carefully the selling 
talk of your salespeople. Remember that the law 
of suggestion helps to get the customer’s mind to 
dwell on the things you are selling. According to 
the standing or position of your customer in the com- 
munity, the way the customer lives or may dress, it is 
possible, through suggestion, to appeal to the cus- 
tomer’s pride or vanity and don’t forget that cus- 
tomers can see, unless they are blind. Therefore, sight 
is important in selling goods and it is up to you to 
show the goods before you can hope to sell them. 
Take it for granted that the customer is going to buy. 
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This helps sell your shoes. Let us appeal to the sense 
of usuability and serviceability and we will sell more 
than one pair of shoes to each customer. 


How to Decrease Selling Cost 


“Study your sales-slips. See which salesmen are 
making the extra sales, or, are selling two or. more 
articles to one customer. We decrease selling cost by 
recognizing selling ability of our sales-people. Find 
out which of your salesmen use the negative expres- 
sion. Coach him and put positive thoughts in his 
mind. Thoroughly coach your salesmen on your 
goods for you make more sales when you get the 
clerk’s confidence in your goods. Knowing and 
showing the goods are important in making sales. 
It is what the salesman doesn’t see on the carton 
labels that counts; in other words what he knows 
about the goods inside the cartons. Have your 
salesmen know your goods. It’s the positive method 
of selling; it’s not negative. The customer can 
detect ignorance on your part and recognizes a weak- 
ness in your salesman who does not know all about the 
thing he is selling. Knowing your goods makes you 
stronger than your customer, and this confidence is 
sure to be reflected in your voice, and thereby con- 
veyed to the customer. 


Getting More Out of Heads 


“The human element in selling goods is being 
brought home to us more and more each day. We 
are learning that it is important to get the most out 
of the minds and the heads of our clerks. The more 
‘chicology’ you put into your business the less apology 
you have to make; it’s better to commend than to 
condemn; to teach than to ridicule; to help than to 
embarrass. Let us pay attention to the human ele- 
ment in our sales-people. Don’t place negative 
thoughts in their heads. Don’t plant thistles and 
expect fruits, or weeds and expect flowers. If grass 
is to grow you know that it needs sun and rain— 
encouragement. Help and inspire your clerks. Don’t 
wear crape on your face. Don’t drive a hearse through 
your store. The best boss today doesn’t boss, he in- 
spires, enthuses with a smile or encouraging words. 
These are the flowers that perfume the pathway of 
life. You must not overlook the human element in 
business today. Then you make more sales and do 
a better business. You can’t go broke if you make a 
profit. 

From the Head Up 


“Figure your profit on the selling price and not on 
the invoice price. Money paid out for merchandise is 
gone until you sell the shoes. You don’t make money 
until you sell, and, at a profit. This means you must 
sell at a price yielding you your selling cost and all 
overhead expenses. You must not underestimate 
your cost of doing business; your overhead, deprecia- 
tion and cost of selling. We must learn to know what 
constitutes expense, the cost of lost sales, of un- 
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productive advertising, of unproductive show win- 
dows, waste of store supplies, donations, rent, light, 
heat, wages, manager’s salary and profit. Too many 
retailers are getting to learn success by a close shave 
and are content just to fight their way through. We 
are learning today that bankers know more about 
our business than we do ourselves, and therefore, are 
getting better acquainted with what we want and 
ought to do. The banker knows what it costs to do 
business, even their own business down to the fine 
point of cost of making each deposit or each with- 
drawal. They are watching your dealers more and 
they want to know more about you as business men. 
Business men: So many work from the neck down 
and worth about $1.50 a day, but from the neck up, 
there is no limit. So many are fooling themselves. 
Some are cracking peanuts with a sledge hammer; 
some eat too frequently in 10-cent restaurants, and, 
therefore, get 10-cent thoughts. Some are doing too 
much $10.00 per week work. Be an organizer, not a 
criticiser. Don’t worry about Maggie washing win- 
dows, you’re in business to sell shoes and to see that 
your clerks sell them. Be better executives, better 
managers. You're valuable only as you make others 
valuable to you. So many small dealers have got 
their customers into the habit of expecting them to 
wait upon them and so the dealer doesn’t have time 
for anything else. Don’t make a kindergarten of your 
store, make your clerks valuable by having them do 
the work. Are you raising puppies to bite you? 
How many are executives? Too many are all tied up 
with too many details. Plan, quit plodding. The 
planner passes the plodder because he thinks. Busi- 
ness is being scientized, energized, and the dealer is 
coming into his own. Do this and you breathe in- 
spiration into what I call the three C’s of your life, 
your Club, your Community, your Calling. I thank 
you!” 
Committee on Nomination 


President Sloane appointed the following 
nominating committee; H. M. Chisholm, Cleve- 
land; John Bard, Columbus; George Shoner, 
Canton. The following three were selected 
from the floor: J. E. Grosjean, Lima; A. J. Woll, 
Cincinnati; O. K. Dorn, Cleveland. Committee 
will report nomination of officers at Wednesday’s 
session. 


The Real Stuff in Life 


President Sloane next introduced Irving Macom- 
ber, President of the Toledo Commerce Club. Mr. 
Macomlir extended hearty welcome to Toledo and 
in refering to the speaker, Sam Davis, who preceded 
him in his talk on the price or cost of doing business, 
pointed out that there is also a cost of citizenship 
which men in all lines of business are coming to 
appreciate more and more each day. He said: ‘“We 
are learning that there is something in our lives 
today besides business, that we owe it to our com- 
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munity, the state and the nation, to devote some 
time away from our business in the interest of citizen- 
ship. Today we are learning to work more and more 
through organizations, and you are finding that 
organizations are springing up in all lines of com- 
mercial endeavor. The individual does not count 
for much but, through his organization he does. Just 
so with your influence in your state and in your 
business. There is much that counts besides business, 
although it is necessary that we be successful in our 
private business affairs. The worth of an organiza- 
tion is illustrated by a ball game that a bunch of 
youngsters were playing. The umpire ruled that one 
of the players was out; immediately all the players 
gathered around the umpire and questioned his 
decision and were vehement in their feeling that he 
was wrong. He protested that he knew the player 
was out, but they argued with him. Finally, he held 


Three C’s and 
S-E-R-V-I-C-E 


“The triangle of trade consists of three C’s, the 
customer, the clerk, the concern. These three 
must stick together if the business is to grow and 
prosper. The clerk sticks to the customer at one 
corner of this triangle, and the concern sticks to 
the customer at the other corner. That’s why we 
have service. We should practice service. The word 
service should be defined as follows: 


S—System. 

E—Efficiency. 

R—Reliability. 

V—Veracity. 

I—Individuality. 

C—Courtesy. 

E—Enterprise. 

Davis at Toledo Convention. 


—Sam 
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up his hand and demanded attention, and when they 
all quieted down he said: “On my word of honor as 
a Boy Scout, that player was out.” You will prob- 
ably not be surprised to know that every player 
immediately went back to his station and the game 
went on. That boy umpire, was speaking through 
an organization and even the boys showed their 
respect for something that was bigger than the 
individual. We must have some regard for the 
affairs of life outside of our own business, and this 
involves the welfare of our Nation, State and Com- 
munity. Our Nation is great, not because of its 
mines, but because of the people and what they tak2 
from those mines—not because of our forests, but for 
the men who work in the forests and the things which 
they make from the yield of the forests. America 
was here before Columbus discovered it; but Ameri- 
cans have made it great. We are coming to realize 
the force of public opinion and to know that it counts. 
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We should see to it that we stand for the right kind 
of business, for right principles, and that we shall 
be clear thinkers. Don’t be content just to muddle 
through. Think, therefore, not alone of your business, 
but of your citizenship and the welfare of your state 
and nation.” 

“Romance of the Shoe” was the subject of an 
interesting illustrated address by J. F. O’Connell 
of the United Shoe Machinery Company. He had an 
interesting display which was greatly enjoyed by theshoe 
dealers, of footwear worn in the middle ages, and of 
the development of footwear down to the modern 
type. 

Preaches on Prudes and Properness 

President A. F. Sloane gave a hearty welcome and 
introduction to the Reverend Allan A. Stockdale who 
is well known as the “pitching parson” of the First 
Congregational Church of Toledo, and who addressed 
the delegates on the ministerial views on women’s 
shoe styles. His defense of modern styles in women’s 
clothes, the short skirt and high boot, if such fitted 
into the artistic-make-up of the individual woman, 
was enthusiastically applauded by the delegates. 
He said: ““There is no reason for decrying a style that 
follows the lines that God himself has made, and 
they are beautiful lines too. Every woman fears the 
day when she begins to look old. Any sane, intelligent 
style that gives her youth is a genuine benefit to the 
world. Nowadays it’s hard to tell an old lady from a 
young lady. 


Nifty Footwear Has Its Place 


“Lots of times a grouch who grumbles about the 
millinery bills and the shoe bills is the first one to 
complain if his wife isn’t quite on a par with other 
women in dress and style, and sometimes he is so 
foolish as to set his affections on other women who may 
look more nifty but who costs him a blame sight more 
money. 

“Of course, some women make freaks of themselves 
and we men look at them as they go by just as we 
would look at a cage of monkeys. The woman thinks 
she has made a tremendous hit, but we are not ad- 
miring her at all. 


Short Skirt Endorsed 


“The short skirt is better because it’s not dragging 
through the dust and dirt of the streets; it is alto- 
gether a more sane style than the long skirts of former 
years. You shoe dealers have lifted your business 
up and out of the ordinary and into the realm of art 
for, you are helping to make a better looking and 
better dressed woman. You are doing something 
better than simply making shoes, because you are 
making them good to look at. You are proving that 
you are sons of God, and improving and making 
better your business. As sons of God, it is given to us 
to till the land and. reap the harvest; dig the canals, 
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lay the great railroad lines, build cities, the state and 
the nation.” 


The Anatomy of the Foot 


One of the most interesting illustrated talks ever 
given before the convention was that which closed 
Tuesday afternoon session, by Dr. William H. Scholl 
of Chicago, President of the Scholl Manufacturing 
Co., with an interesting number of stereopticon slides. 
He showed the anatomy of the body, of the bones, 
muscles, and secretory system and their relationship 
to the work which the feet have to perform. Each 
point of pressure of the shoe on the foot and the 
result in effect was clearly portrayed. There were 
many in the audience who were frank in saying that 
they had learned more about the structure of the foot 
and the importance of careful shoe fitting than had 
ever been brought to their attention before. Dr. 
Scholl illustrated the three arches of the foot and 
what happens when these arches break down or 
change their arrangement in the normal foot. 


Comparative Efficiency Charted 


One of the most interesting slides he showed was 
of a man and a comparative chart of his efficiency as a 
worker, with the part that each division of the body 
contributes to the efficiency of the man. This chart 
illustrated the value of a man’s feet being normal © 
and pointed out that if they were not normal, his 
efficiency would decrease 30 per cent. Doctor Scholl 
concluded by saying: “During the past ten years, 
shoe merchants have come to realize, and so has 
the public, that foot efficiency is essential to their 
happiness and welfare and I am glad to note that the 
feeling is growing, that it is not only business duty, 
but a patriotic duty to see to it that the feet are 
treated properly, are well fitted in the shoe stores and 
that where foot ills or deficiencies are found that 
they shall be remedied either with foot appliances, 
if the case calls for such, or by the correct fitting 
shoe for each particular case. There were probably 
just as many foot ills during the years preceding the 
period of the past ten years, but we had not come to 
realize the value of correcting these ills to the extent 
that we have during the past ten years. Great progress 
has been made and we can confidently look for a still 
greater progress in the future.” 


The Financial Outlook 


The Wednesday morning session was called to 


order at 10 A.M. by President Sloane. He intro- 
duced Howard .I. Shepherd, Vice-President of 
Ohio Savings Bank & Trust Co., Toledo, who spoke 
on the financial outlook. Mr. Shepherd called atten- 
tion to the fact that foreign buying has sent a thou- 
sand million dollars to this country during the past 
two and a half years, increasing our gold monetary 
stock 150 per cent. The sagacity of foreign financiers 
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he said, is shown in the heavy shipments of gold 
which have just preceded applications for loans. 
There is $500,000,000 in the banks in general circu- 
lation, with a consequent inflation of prices. We 
have three billion dollars in this country now. It is 
expected that there will be a demand after the war 
for five hundred million dollars to go back with an 
available two hundred seventy-five millions, free 
above reserves available to meet this demand. Europe 
in recovering from the war, will seek to re-establish 
her monetary standards on gold basis, and she will 
require conservatively five hundred million of dollars 
per year. If we are to attain the ascendency in finan- 
cial affairs we can only do so by giving gold when 
gold is demanded. There is an inflation of currency 
or credits two and a half times in the United States, 
one and a half times in England, with France and 
Germany three times. Before the war we had no 
body of men who were studying the trend of world 
affairs, but today we feel that there is safety ahead for 
us through the Federal Reserve Board which is 
carefully studying world conditions and are planning 
to cope with conditions after the war ends. 


Secretary-Treasurer Consolidated 


C. K. Dorn proposed an amendment to the con- 
stitution, Sec. 1, Article 3, providing for a single 
office of Secretary to replace two offices heretofore 
of Financial Secretary and another of the Recording 
Secretary. This was passed unanimously. 


The Supply Situation 


T. W. McGovern, Manager of the Riley Shoe Mfg. 
Co., Columbus, Ohio, was the next speaker on the 
program; he called attention to the scarcity of available 
leather supplies with its consequent effect upon 
present prices of footwear at wholesale and predicts 
a higher level of prices to follow during the next 
90 days. Manufacturers and merchants alike, he 
said, have been staying out of the market and have 
been placing orders on a hand-to-mouth basis. They 
have been doing this expecting the market would 
recede, but are now convinced that prices will not 
only remain firm, but reach higher points. Mr. 
McGovern urges that the merchants sell shoes for the 
value they represent to the customer, in which style 
is an important factor. The demand, he said, will 
continue strong for shoes and manufacturers to meet 
this demand are going to have to make shoes out of 
something—whether it be leather or cloth. The 
use of cloth in footwear will help to stapleize leather 
prices. The retail prices of shoes, he said, are still 
cheap as compared to other articles of wearing apparel, 
taking into consideration the workmanship and 
details of manufacturing. He said, *“*You must 
give value received in the shoes you sell, and to do 
this, you just make a profit and give ser- 
vice. 
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Therefore, if you squeeze your price too hard, 
you squeeze your service to the customer. [ 
do not believe that ten per cent of the shoe mer- 
chants today are getting what they ought for shoes 
in proportion to present cost of the leather which 
it would take to replace them. Many of you are 
selling shoes at retail today at less, or the same price, 
as it now costs the manufacturer to make the same 
class of shoes. It is up to you to mark your prices 
up and keep on marking them up to cover their 
actual value. Unless the merchant is making 
money and doing a profitable business he is 
not an asset to the community as a business 
man. I look for a higher market and further 
advances by April Ist.”’ 


Mr. McGovern closed by urging every shoe dealer 
to carefully figure his profits on the selling price and 
not on the cost price. 


Ohio Affiliates With N.S. R. A. 


O. K. Dorn moved the following resolution, seconded 
by A. J. Woll and unanimously carried, that ‘*The 
Ohio Retail Dealers’ Association goes on record 
now and instructs the Board of. Directors to 
arrange for affiliation with the National Shoe 
Retailers’ Association. Following this vote, Presi- 
dent Sloane said “This Association has done won- 
derful work during the past seven years and our 
reputation is strong all over the United States. 
Everywhere I go among shoemen I find they are 
talking about the wonderful things we are and have 
been doing in Ohio. An Association must have a 
heart and lungs and be vital. We ought to have 
one thousand dealers here today to see the 
wonderful display which the manufacturers 
and jobbers have presented before us by an out- 
lay of alarge sum of money. The value of coming 
here to these conventions lies in your desire to 
either be a shoe merchant or just a plain store- 
keeper. By coming here you get out of the rut 
of store-keeping and become a merchant. Un- 
less you put something into association work 
you can’t get anything out of it.”’ 


Good Windows Build Business 


The morning session closed with an address by 
Nelson W. Gougeon of the H. M. & R. Shoe Co., of 
Toledo, on “Store arrangements” or “architec- 
ture.” 

He pointed out that display windows win for the 
merchant twenty-five per cent of his business; that 
one of the important factors in modern shoe stores is 
the seating arrangements, that the wrapping desk 
and its location is important, that the use of triplicate 
sales-slip system helps to increase ones’ business, 
that a hosiery department is a big _profit- 
maker. 








32h BOOT AND 


Important N. S. R. A. Matters 
Pending 


To Convene at Chicago, January 14-16, 1918— 
Directors’ Meeting March 26—Problems of 
Finance 

The time and place for the National Shoe Retailers’ 
Convention have been set for Chicago, January 14, 
15 and 16, 1918. Merchants, traveling salesmen, 
Chicago manufacturers, and jobbers are looking 
forward to making this the biggest event that the 
shoe business as ever witnessed. Constructive plans 
and ideas are being gathered together at the present 
time, and they will be submitted before the Chicago 
Association for approval at an early date. The dif- 
ferent committees will be appointed by President 
Metz of the Western metropolis. 

Directors Plan for Future 

A meeting of the Board of Directors of the National 
Shoe Retailers’ Association, has been called for 
Monday, March 26th, at Hotel Astor, New York City. 
This meeting is for the purpose of having the Directors 
approve of the committees appointed by President 
McGowin for the ensuing year, and discuss ways and 
means for financing the association for the year 1917, 
and in general, discuss association work for the year. 
This will be the first meeting of the Board of Directors 
under the new Constitution and By-Laws, and will 
be attended, from present indications, by at least 
two-thirds of the members, including Field Secretary, 
A. F. Sloane. 

Effect of Constitutional Changes 

The changes as made in the Constitution and By- 
Laws at the Cincinnati convention of the N.S. R. A., 
were radical, in that it did away with individual 
membership where an association exists, as the rep- 
resentation in the National Association is by associa- 
tions only. Formerly the individual membership was 
a great feature and carried with it individual voting 
power. The change is for the betterment of associa- 
tion work; it has made the association more truly 
representative of a larger number of shoe merchants 
than would be otherwise possible, but it has had an 
effect that is not altogether satisfactory upon the 
finances of the organization, until the affiliated as- 
sociations generally shall be built up to a point where 
their per capita returns will carry the expenses of the 
National. 

How Work Will be Financed 

To overcome the deficit produced largely by this 
condition and also by the considerably increased 
costs of the National, due to the increased scope of 
activities of the organization, the following methods 
have been devised: 

(1) The members of Board of Directors have 
generously pledged themselves to underwrite the 
expenses to the extent of $100 each. 

(2) The Constitution calls for a Sustaining Mem- 
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bership which will be supported by allied trade 
interests. 

(3) Traveling salesmen are permitted to become 
associate members at $2 per annum. 

(4) And finally, Secretary-Treasurer A. H. Geuting 
proposes to create an Honor Roll among the shoe 
merchants of the United States who choose to sustain 
the organization in this critical period by subscribing 
to an Individual Membership aside from their regular 
association dues. Those members of the association 
who follow this course and take out an individual 
membership in addition to their affiliated relationship, 
will be made members of the Honor Roll. It is, pro- 
posed to engross the names of these individual mem- 
bers in suitable form, explaining in the body of the 
document that these are men who stood by it at a 
critical period in the history of the organization and 
lent it their material as well as moral support. 

Application for individual memberships, which 
of course, carries with it a place on the Honor Roll, 
may be sent accompanied by check for any amount 
from $5 to $25, the lowest figure being the actual 
fee for Individual Membership, to A. H. Geuting, 
Secretary-Treasurer, 1244 Widener Building, Phila- 
delphia, the headquarters of the National Shoe 
Retailers’ Association. 


Shoes Aneient and Modern 


Many Style Ideas Can be Gleaned from Foot- 
wear of Antiquity 


The exhibit of outstanding interest at the Toledo 
Convention was that of the United Shoe Machinery 
Company, the Boston Company having sent 200 of 
their rare and ancient shoes and the motion picture 
lecture, “The Making of a Shoe” under the direction 
of Publicity Director, John F. O’Connell and William 
A. Boudrot of the publicity department. The lecture 
was delivered in the small lecture room, seating 200 
people, during the afternoon and attractedthe usual 
large audiences. 

Tuesday afternoon in the regular program Mr. 
O’Connell delivered a specially prepared lecture on 
the ‘“‘Romance of the Shoe”’ to the convention gather- 
ing, which President A. F. Sloane characterized as the 
most interesting talk on shoes that he had ever listened 
to. The lecturer illustrated his talk by the actual 
examples, holding them up explaining their odd 
characteristics, and telling the odd stories, wedding 
customs and superstitions woven about each example. 

Well aware by previous knowledge of the unusual 
educational value in the United Company’s exhibits 
President Raab of the Toledo Shoe and Leather Club 
had secured the company’s sanction to deliver lec- 
tures at the two splendid high schools of the city. 
Therefore Mr. O’Connell delivered the movie lecture 
before the pupils of the Scott High, Wednesday after- 
noon and before the Waite High School student body 
Thursday afternoon. 
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Practical Window Display 


Ohio Convention Learns Principles of Good Display from Expert Who 


Saw Service in Berlin, Paris and London 


N the second days’ session the stage in the 
Auditorium was brilliantly illuminated and 
the audience hall darkened to increase the 

effect of a window display installed by 
Hans H. Tarrasch, display manager of F. & R. 
Lazarus Co., Columbus, O. 

It was the first graphic and educational display 
which conveyed to the thousand shoe merchants in 
attendance the idea that window merchandising is a 
co-related art to fine fashions in footwear. From a 
display in blue, including model, striped back screen 
and blue chiffon there were reproduced in order a 
white slipper display, a patriotic display, a men’s 
shoe display and a gray pump display. All shoes in 
each display were of the same last, pattern and color 
for emphasis. 

Mr. Tarrasch who was display man in Selfridge’s, 
London, Bon Marche, Paris and Wertheim’s, Paris, 
spoke on “How to make windows real salesmen.” 
He said: 

“Let us consider first, the general principles of 
effective window trimming, and their special applica- 
tion to the display of shoes. Most important, I think, 
is to show shoes as worn—never singly, or turned over 
on their sides, or in other odd positions, but always in 
pairs, and as nearly as possible, in the position that 
shoes appear when worn on the foot. 


Group the Merchandise 


The second important point is to group the mer- 
chandise instead of scattering it. This gives you a 
definite appeal—gives the window a chance to at- 


tract the eye with its units, instead of looking like a 
mixed-up mass of shoes, without meaning or appeal. 


Colors of Great Importance 


Colors are important in window displays, and I 
find that colors can be used in shoe windows as well 
as in others. If the shoes themselves do not work 
into a color scheme, then the drapery or accessories 
of the window can carry out some color showing. 

Many shoe stores use brass fixtures, but I have 
found that other styles are much more effective in 
shoe windows, and when I[ trim the specimen window 
here, shortly, you will see for yourselves how much 
better they work out. 


A Central Figure for Attraction 


I have used wax figures very successfully in shoe 
windows—a feature that is not generally appreciated 
by display men. The wax figure gives a central point 
of interest and attraction to the window, it adds life 
and beauty, and gives a real touch of color, worked in 
naturally and appropriately. 

Many shoe windows fall short of what they could 
accomplish because they have not been well planned 
and prepared, and I want to call your attention to a 
few points that my experience has shown to be very 
important. ,; 
A Picture in Your Mind 


Every trim should be planned, in a general way, 
before the window is started. The man who gathers 
a bunch of shoes and then sets them into the window 


Show Card 
Suggestions 


Ideas for layout—sug- 
gestions for phrasing—these 
helps for show: card men 
are especially pertinent now 
that the newest novelties 
Any tend- 
ency to shoot over the head 
of the public should be held 
in check. Work always for 
readibility in design and 
wording, but make ‘your 
phrases brief and snappy. 
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without further thought, will never get the best 
result. The display man should have an idea of the 
final effect of his window, before he starts. He 
should have some sort of a picture in his mind, of 
what he wants to produce, and while he will work out 
the details as he goes on with the window, still, he 
knows what he is working for, and he will come 
pretty close to it. Can you imagine a painter starting 
on a picture without deciding whether he is going to 
paint a landscape or a portrait or an animal study? 
So decide in advance what kind of a window you want, 
what its dominant note is to be, and in a general way, 
how you are going to bring out its important points. 


Plan Display in Advance 


It is important to line up the merchandise in time, 
and to get all the accessories together in advance. 
This means, of course, close co-operation between 
the buyer and the display manager, and this co-opera- 
tion is so necessary in a store, that I need not dwell 
upon it. 

Last Minute Work Doesn’t Pay 


The display man must give the buyer time to lay 
out and form the shoes, get them in good shape for 
display, and he must also arrange for the accessories 
in time. Last minute work never pays. If the 
accessories are not ready in time, there will probably 
be a poor result, because you cannot expect to collect 
just the right things to go into the window, at a 
moment’s notice. The thing has to be studied out, 
decided, and the buyers who have the accessories in 
their departments must have a chance to select and 
get them ready. Here, again, co-operation and good 
feeling are most important, because the shoe windows 
may not help the accessories very much, and these 
buyers are put to a lot of trouble, and must feel willing 
to do it, and to help. ; 

1 think it is important to put aside the merchandise 
intended for windows, as soon as it is decided that the 
display be made. 
merchandise will be sold, and while we are in business 
to sall our goods, still a good display will sell many 
times as many shoes, and it is a pity to spoil a window 
to make one or two sales. On the other hand, it is a 
good thing to have the new items shown in the window 
frst, before being put on sale in the store. 


Show One Thing Well 


It is important that every window should show 
one thing well. That means, one big idea in shoes, 
one dominant color in the trim. Otherwise we get a 
mixture, a hodge-podge, that does not attract, and 
leaves no definite impression on the public mind. 
You want people to remember your windows, as well 
as to see them, and you know as well as I do, that 
while it is easy to remember one big idea, nobody 
remembers a dozen little details. 

Get your buyers to think of windows when they 


Very often, otherwise, some of the | 
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buy the merchandise, and when it comes into the 
stocks. This will be a big help in getting the best 
kind of merchandise for window display, and getting 
it promptly and at the right time. 


Change Made Often 


Windows should be changed often enough that 
they do not grow stale. People seldom look at the 
same window twice, and you want your windows to 
attract attention all the time—to make them pay 
you the biggest possible dividends. I think it is 
also important to watch and follow up the returns of 
your windows.. See which ones pay best—which 
attract the most attention—which ones sell the most 
shoes, and which ones seem to be longest remembered. 
This information should be kept in a written record, 
and will be of immense value in planning trims 
later on. 

Window construction is an important feature, and 
it is often possible to improve poor window building 
at a slight expense, and if you intend to re-build your 
windows, of course you want to get them into such 
a form that they will bring you the best results. This, 
however, varies in every case—you will hardly find 
two stores alike—so I shall not take up your time 
now discussing construction, but after this meeting 
I will be glad to discuss window construction with 
any of you gentlemen who may be interested in it, 
and can then give my opinions as applied to your 
own case. 

A Fair Use of Accessories 


Artificial flowers are often useful in making win- 
dows attractive, but it is easy to overdo their use. 
A small basket or bowl of flowers, fitting the season, 
harmonizing with the display, and helping it without 
detracting from it, is often practical. 

I am glad to see merchants take such a real and 
intelligent interest in their windows, and recognize 
their importance. Your windows are as valuable to 
you as anything in your stores, and merchants are 
realizing this fact more and more, every day. 


The First Impressions Count 


Don’t be afraid to spend a reasonable amount of 
money on your window displays—if it is spent wisely, 
it will pay you big dividends in reputation and in 
business. Merchants nowadays are growing more 
awake to their opportunities, and learning that just 
because they can put in a display without spending 
a cent, is no reason why they should not spend some- 
thing to make it still more attractive and 
effective. 

Your windows are the first thing the public sees of 
your store—just as a man’s clothes are the first thing 
we see of the man—and as we judge a man to a 
great extent by his appearance, so the public judge 
your store by its appearance. 
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The situation has changed but little the past week. 
Shoe manufacturers are buying little, and it is believed 
that many are moderately well covered for their 
actual requirements. The general tone is one of 
conservatism during the present period of uncertainty 
as regards international affairs. The declaration of 
war, if it comes, will complicate matters, and so dis- 
turb business, that trade generally will be uncertain, 
and while the question remains unsettled, business is 
likely to be delayed, or postponed. Meantime, the 
tanners are holding strongly to prices, limiting their 
output to moderate amounts, and purchasing but 
few hides. It is quite likely that a real settlement 
of present impending questions either way would 
have a greatly enlivening effect on the shoe and 
leather trade, from one end to the other. 


Sole Leather 


There has been a somewhat larger call for sole 
leather. The British prohibition of shoe and leather 
imports has the saving grace of allowing licenses to 
some parties, and it is believed that such licenses 
will enable exports from America to continue nearly 
as largely as before this last legislative decision. Until 
this matter is cleared up, however, little buying for 
export will be seen. No 1 dry hide leather is quoted 
at 57 to 58c., and packer slaughter, 59 to 60c.. Union 
bends have sold with some liberality of late. Light 
backs are held at 85c. and heavies, 80 to 8lc. Oak 
sole is well sold up, yet there is enough in the market 
to supply the present immediate demand. Best 
scoured oak bends run from 90 to 95c. and best 
backs, 84 to 86c. Belting butts well sold up witha 
good demand. Sales have been made at 92c., but 
dealers are now holding for 94 to 96c. 


Upper Leather 


Shoe manufacturers seem disinclined to purchase 
far ahead of actual requirements, and these require- 
ments are not too distinctly indicated at present. 
This is about the time when salesmen are starting out 
on their regular trips, and manufacturers will natur- 
ally gauge their purchases, according as the orders 
for shoes show the trend of public taste in 
leathers. 

More interest is manifested in calf leathers, with 
some foreign demand, as well as a moderate domestic 
call. 

Black finishes range from 60, 58 and 56c. and 
colors 66, 64 and 62c. The demand for fancies is 
smaller, and prices somewhat irregular. Side upper 
leather shows a moderate movement. Chrome tan- 
nages sell at 48, 46 and 44c. Colors range, 58, 56 and 


54c. Heavy waterproof chrome is quoted at 47, 45 


and 43c. Waxed splits called for in small lots, mainly 
for export. Chrome splits selling quite well at 30, 
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28 and 26c. Flexibles are quiet, and some tanners are 
finishing them for upper leather. ; 
Patent colt and kid sold ahead. Patent side leath- 


_ers not in as good demand as a few motiths ago, but 


one or two houses reporting good business. There 
would be a good foreign call, could quick delivery 
abroad be guaranteed. Glazed kid is quiet, but 
prices held firmly. There has been a doubling in 
prices in nearly all qualities since last Spring. 


Hides 


The hide market continues uninteresting as far as 
new business is concerned. Despite the certainty of a 
good demand for leather, tanners still. hold back, 
buying as little as they can get along with. There 
are two reasons for this, first the quality of the 
present takeoff which is heavy with hair, and second, 
the hope that refraining from buying will depress 
prices. 

Hide dealers claim, however, that present 
prices are justified by the condition of the cattle 
supply, and that prices will be maintained, for from 
now, or a little later, on, the quality will improve, 
and thus prices will hold, or go higher. 

New England hides are scarce, and those having 
them are willing to hold them. The price is nomi- 
nally 22 to 23c. for all weights. Ohio buffs are in 
small supply, with No. 1’s held at 22% to 24c. Ex- 
tremes quoted at 26 to 28c., with small sales reported. 
Southern country hides quiet on a basis of 22 to 
224c. for near and 23 to 24c. for far points. 

The Chicago packer hide market continues quiet. 
It seems to be a waiting game. Considerable seems 
to depend upon the international question. Tanners 
are still holding off, and business is reduced to mini- 
mum figures. Packers have held prices so far, but 
there seems to be a general feeling that a break is 
imminent, unless this country is plunged into 
war. 

Native steers are held at 30 to 303c. Native cows 
are in heavy supply, and quoted at 20 to 30c. for all 
weights. Heavy Texas steers are quoted at 30c., 
and light and extremes, 29 to 294c. 

The Chicago calfskin market has firmed up since 
last report, and quotations are a little higher, though 
little business is noted. Packer skins are quoted at 
50c., though 46 to 48c. seem nearer the market rate. 
Chicago cities, 42 to 43c.; outside cities, 38 to 40c., 
and countries, 33 to 35c. New York City skin quo- 
tions are $4.50, $5.00 and $5.50. 

Foreign dry hides continue firm and high. No. 1 
B.A.’s are offered at 45 to 47c. Some Cordoba hides 
have sold at 474c., and a sale of Cordoba kips 
is reported at 56c. No wet salted sales are 
reported. 
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Brockton Personalities 


Harry L. Whitcomb, representing Mar- 
ston & Brooks, has started for his terri- 
tory in Pennsylvania, Maryland and 
Virginia. 

William E. James, for several years 
with George H. Snow Company, has 
joined the selling force of Leonard & 
Barrows Company. The new arrange- 
ment went into effect March 1. Robert 
W. Marshall, who has been associated 
with the Leonard & Barrows Company 
for several years, has resigned to enter 
shoe manufacturing. 


A Douglas Get-Together 


The traveling force of W. L. Douglas 
Shoe Company recently met at the 
factory in Brockton for their semi- 
annual convention. Treasurer Herbert 
L. Tinkham presided. Addresses were 
made by the various heads of depart- 
ments. Luncheon was served and in the 
afternoon details concerning the samples 
were taken up with the salesmen by 
General Manager Tinkham and General 
Superintendent Beckman. The follow- 
ing salesmen were present: D. R. Carr, 
H. M. Dearborn, C. R. Fowler, W. F. 
Harding, Charles Heimbrodt, E. G. 
Hinckley, A. H. Hoffman, F. E. Hosmer, 
F. A. Keene, T. L. Kendall, E. A. Kerr, 
C. H. Kirkendall, E. H. Lambert, E. C. 
Lease, M. A. Lease, A. N. McKay, O. W. 
Myers, R. R. Myers, C. H. Neilus, 
M. W. Pawson, E. L. Ritson, H. L. 
Robbins, J. R. Ryland, E. H. Smith, 
E. W. Timson, W. E. Timson, E. A. 
Young, F. E. Jones. 

Starks Under Own Name 

George L. Starks, for the past several 
years with The Preston B. Keith Shoe 
Co., has resigned his position with that 
house. He will.travel this season in 
southwestern territory for George L. 
Starks & Co., makers of children’s shoes, 
and George C. How Co., makers of 
women’s fine footwear, Haverhill, Mass. 


° . 
Semi-Annual Salesmen’s Convention 


Churchill & Alden Company held their 
semi-annual convention at their factory 
in Brockton, March 6 and 7, Much 
time was spend in inspecting the Ralston 
and Farnum factories of the concern. 
The members of the firm and traveling 
representatives had luncheon at the 
Commercial Club. With President Frank 
S. Farnum of the company in charge, a 
policy was outlined for the traveling men 
for the coming season. Addresses were 
made by Vice-President W. H. Emerson, 
Treasurer Stephen P. Alden, Director of 
Manufacturing. John H. Farnum, Secre- 
tary H. W. Fleming, also John H. Coul- 
ter of the cost department. Salesmen 


are now departing for their respective 
territories. They are: J. H. Coulter, 
C. N. Alexander, J..R. Baker, M. F. 
Baker, J. W. Bedell, C. W. Benton, E. H. 
Chaffee, W. E. Cooper, E. S. Cutter, 
V. E. Desnoyers, Hugh Doyle, Lawrence 
Gilliam, H. W. Gardner, Elmer Harrold, 
J. D. Johnson, J. H. Lewis, S. W. Phillip- 
son, K. C. Stevens, H. D. Whitcomb, 
H. W. Williamson, J. T. Winsor, Paul 
Cushman. 
Follow Father’s Footsteps 

“Bill Byrne” goes out this season with 
the Rochester, N. Y. line of Williams, 
Hoyt & Co. carrying ‘“Pla-Mates’” and 
young ladies’ shoes. He will cover 
Indiana, Michigan, Pennsylvania, New 
Jersey and parts of Ohio. 





“BILL” BYRNE 
With Williams, Hoyt & Co., Roches- 


ter, N. Y. 


“Bill” is of the younger generation of 
shoe salesmen and has the personality 
that will win him friends and the firm 
customers. He is the son of Jos. Byrne 
of the firm of John Kelly, Inc., president 
of the Rochester Association of Traveling 
Shoe Salesmen. 


M. N. Arnold Shoe Co. Salesmen 

Salesmen representing the M. N. 
Arnold Shoe Company will start about 
March Ist on their Fall season’s trips 
with samples of the Arnold in stock line, 
also Fall styles in King Quality and Glove 
Grip shoes. The names and territories 
are: W. J. Lovejoy, New England; 
D. J. Gillespie, North West; W. N. 
Walker, . Ohio; H. L. Githens, New 
Jersey, Maryland, Delaware, ~ Pennsyl- 
vania; E. J. Mattison, Indiana, Illinois; 
Otto Weibert, Wisconsin, Minnesota; 
C. S. Briel, South; L. T. Eastham, 
Texas; C. N. Fitch, Iowa, Missouri; 
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T. G. Fitch, Kansas, Nebraska; L. C. 
Byrne, South Dakota, Nebraska; J. J. 
Rusher, Oklahoma, Arkansas; J. G. 
Hynds, Kentucky, Tennessee; Wm. 
Hynds, North and South Carolina; 
B. L. Wales, “Pennsylvania, New York 
State, West Virginia; A. E. Harris, Virginia. 


Nunn & Bush Shoe Co. Salesmen 


The following salesmen of the Nunn 
& Bush Shoe Co., Milwaukee, are now 
on their territories: 

A. E. Runnion, Chicago and vicinity; 
W. H. Griffith, Colorado and South 
Nebraska; W. H. Byrnes, New England 
States; C. T. Foreman, Indiana; W. O. 
McDonald, Georgia; E. L. Beasley, 
Arkansas; F. W. Blakeney, North Tex- 
as; W. K. Bowman, Iowa; J. F. Carna- 
han, Kentucky; R. D. Conklin, Minne- 
sota; W. W. Cook, Wisconsin; W. L. 
Hammer, Mississippi; W. H. Harwood, 
Kansas; O. E. Hetherington, Oklahoma; 
C. L. Smythe, California, Arizona, 
Nevada; J. B. Jones, Illinois; J. G. Llew- 
ellyn, Wyoming, Idaho, Utah, Oregon, 
N. McLeod, Washington, Montana and 
No. Dakota; H. S. Morris, South Da- 
kota; A. O. Peters, Michigan; C. F. Pitts, 
W. Pennsylvania, northern New York, 
eastern Ohio; F. S. Schott, southern 
Texas; J. Rich Thomas, Tennessee; H. 
P. Gautier, Missouri; J. A. Chambers, 
J. B. Chambers, E. A. Raine and J. E. 
Denman, southeastern district; J. W. 
Mobley, North and South Carolina; 
P. S. Ryan, Ohio; J. McCreery, Alabama. 


Minneapolis Office Opened 


The Hamilton-Brown Shoe Co., St. 
Louis, have opened a sample room in the 
Boston Block, Minneapolis, Minn., which 
will be in charge of Mr. C. L. Dodson, 
who has covered the northwest territory 
for some time and is a resident of Minne- 
apolis. His assistant will be Mr. A. H. 
Hemmy, who will take care of the city 
trade. 

Williams-Hoyt Sales Roster 

Williams, Hoyt & Co. of Rochester, 
N. Y., have rearranged the territory 
covered by their traveling representatives, 
and have made some additions to their 
sales organization. The men and ter- 
ritories are now as follows: | 

William Moylan, (formerly with E. 
J. Esser, a Rochester merchant), small 
towns in Ohio, Illinois, Iowa and Ne- 
braska; Harry Hehman, (formerly 
with Sachs Shoe Co., Cincinnati) South- 
ern States; William Byrne, Indiana, 
Michigan, Pennsylvania, New Jersey 
and parts’ of Ohio; Earl E. Ganung, 
Illinois, Iowa, Kansas, Minnesota, ‘ Mis- 
souri, Nebraska, North and South Da- 
kota and Wisconsin; John E. Scofield, 
New England, New. York, Ohio, and 
West Virginia; R. W. Statt, west of 
Denver and Pacific Coast; and T. A 
LePine, New York state towns. -’ 
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Novelty Styles 
Compellingly Attractive 


You can attract every person, invariably, who passes your 
window by displaying our new, crisp line.of felt footwear 
novelties. Wherever shown, this line creates a great sensa- 
tion. It’s utterly different from the ordinary stereotyped 
lines, and inculcates a strong desire in the heart of every per- 
son to purchase a pair or several pairs. 


_ We have created new styles that have placed our line 
far ahead. 


In our production of fine felt footwear we constantly | 
strive to impart that touch of ultra-attractiveness and that 
high degree of comfort which bring the utmost satisfaction 
to your Customers. 


The fact that thousands of dealers all over the United 
States are placing with us larger orders than ever before, 
attests the remarkable and constantly growing demand for 
Standard Felt “CosyToes.” 


Ours is, without question, the most original, the most 
attractive and the most salable line of fine felt footwear in 
America. You can prove this to your utter satisfaction by 
asking dealers who handle the Standard line. 

Our Salesmen are now 1n all parts of the country. 


Request us to have one call and submit samples. 


Standard Felt Company 


General Offices and Factories: 


West Alhambra, California 


Chicago San Francisco New York 
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Tact means ready power to ap- 
preciate and do the right thing as 
and when required by circumstances. 
This quality is essential to success 
in dealing with the varied tempera- 
ments with which the salesman comes 
in contact. 

Do not let your first question be— 
What size? 

The skilful and tactful sales- 
man will subordinate the size 
question whenever possible to 
the desirability of correct fit- 
ting regardless of prejudice in favor of one size or 
another. 

When the customer is seated, and the old shoe 
removed, look it over, study the shape, note how it 
fitted, get an idea from the shape and general con- 
tour of the old shoe, together with the number mark- 
ings on the lining, then if you have the knowledge 
you should have of your stock and types of feet you 
will pull the right shoe at once without asking what size? 

The customer may say “what size is that you 
are going to try on?” 

The most effective answer to this question is to 
not say much, but reach for your size stick and take 
the draught of the foot and quickly reply, “Your 
foot, according to measure, requires 4 length and 
moderate, full or slim width—or whatever it may be.” 

Then take the boot you may have selected and 
remark: “Allow me to slip this boot on that I may 
prove my measurements,’ and before you know it 
the size mania is forgotten in the interest awakened 
in the customer. If you have occasion to refer to 
the size on the old boot refer to it as the marking on 
your boot, etc. Cut out using the word size. 


Compliment—Don’t Criticize 


Another point—Don’t criticize the old shoe, rather 
compliment it, but be sure that you indicate some 
feature in the fitting of your boot that is an improve- 
ment and will result in greater comfort. 

These suggestions are worthy of study, yet in spite 
of what has been said you may meet a temperament 
that will insist on your coming out flat-footed and 
telling ‘“What size are you giving me?”’ 

If you meet such a case say straight out in the old- 
fashioned way—‘‘It’s size 5 D or whatever it may be.” 
Always be square in your statements. 


Points of Fitting 


As a general thing long, narrow fitting is productive 
of best results, though there are cases where the 


Making Better Retail Salesmen | 


Lesson No. 10---Things Not to Do Are as Important as 
Things to Be Done 


customer insists on a short, wide fitting, but we 
would rather prefer to recommend the former. 

The following rules will be safe to follow, having 
been proven: 

Be sure the shoe fits the instep and heel closely; 
this supports the arch of instep and prevents foot 
moving about when walking. 

The forepart of the shoe must give ample room 
for the toes to rest easily when full weight is borne 
on the foot. 

Be sure the heel of boot is of proper height to give 
the body natural pose and conform to the arch of 
the foot. 

It matters not whether the foot be a long, thin, low 
instep, bony foot; a short, pudgy, broad foot; a taper- 
ing-toed, narrow ball, high instep foot or what type 
of foot these rules will apply, but under no circum- 
stances fit a foot short. 

If a customer insists on a short shoe 'or boot tact- 
fully place the responsibility on the customer and 
convey the idea that you are selling her a pair of 
boots, not fitting them. This will let you out. 


How to Show Flexibility 


When you show a shoe don’t bend it forward till 
the shank cracks—Don’t bend it at all. 

If you desire to show flexibility, hold the shoe at 
the heel or counter between the thumb and fingers 
of right hand, resting the four fingers of left hand 
across ball of boot and run the thumb of left hand, 
pressing firmly enough to make an impression along 
the sole; this will indicate flexibility and in no way 
mar the boot. Be it understood that the position 
of the boot held between the thumb and fingers of 
the left hand is in an inverted position—that is, the 
sole is uppermost. This should be illustrated to be 
effective. 

Boots are often ruined by trying to close them up 
like a jack-knife. Don’t do it. When showing shoes 
get them on the foot quickly as possible—Don’t let 
the customer fondle them any more than you can help. 
Often a shoe shown to a buyer will not appeal at 
once, while the same shoe on the foot will present 
quite a different viewpoint, hence the importance of 
getting them on the foot as quickly as possible. 


The total tonnage of American ships cleared for 
Argentina in 1916 was nearly thirty times that of 
the first ten months of 1914. American tonnage for 
Chile six fold and that for Brazil was five times what 
it was two years previous. 


TA DET FATES 


SRE ARE A i ha RETO. 
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Shoes with a 
Worth-While 


Smile! 


Comfort! That’s the word 
that tells the story of a man’s 
satisfaction with his shoes. 
Doing the right thing by him 
right straight along. Making 
him feel as good as he looks. 
Shoes that fit and continue 
to fit because built on honor 
from top to toe. Shoes that 


Look 
Mighty Good 
All Over 


This store does business on 
a foundation of service. Your 
time is never wasted here. 
Old customers continue com- 
ing, and our stocks and service 


daily bring new trade. 





Insert Store Name Here 
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Be Sure to REMIT WITH ORDER and Avoid Delay 











No. 239, 25c. 


‘That’s the Shoe for Me!” 


Men’s Spring Shoes for Service—shoes built on lasts that 
will please a man with their looks and profit him by their com- 
fort. Shapely shoes that spell satisfaction for a man, from the 
very first wearing. 

Made for each special service that man wants his shoes for— 
sports, business and dress with the proper leathers for the 
occasion. 

High shoes and low shoes with all the points of pep and 
style that you can carry—becomingly. These essentials for 
correct dress are yours at $6, $7 and $8 a pair. 





Insert Your Store Name Here 






















































No. 240. 25e. No. 241, 25c. 


























No. 242. 25c. 


HE new note in low shoe 
fashions for Spring is 
struck clear and true in these 
smart examples which make 
their introductory bow today 
—the slender lines of the 
exclusive models are most 
happily expressed in colors 
to harmonize with the gown. 
The models are marked 
by the trim distinction that 
charms and captivates. Fa- 
vored by well-dressed women 
because “different”? at $6.50 
and up, a pair. 
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Editorial 
For Your Store 


CONOMY” as we see it 

rests not in cheapness of 
price, but in getting your 
money’s worth for the money 
spent. Let shoes please by 
their looks and fail in their 
service and you have “bought 
a pig in a poke’’as the old say- 
ing goes. No matter how little 
is the cost of a thing if there’s 
little of conscience in it there’s 
too little of value. To get 
we must give and not be too 
selfish about it either. The 
strife of life is strenuous—it 
pays to be generous and to 
look at a sale from the cus- 
tomer’s point as well as our 
own. 

This shoe store is building 
up business by working for 
service and public good-will. 
It gives full money’s worth for 
the full dollar spent. It keeps 
itself ahead by helping the 
customer to economize in the 
only true way we know of, 
namely, by selling shoes of 
Confidence with Conscience in 
them. 
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No. 243, 25c. 


|. soe here with Spring 
Pumps whose charm lies 
not alone in patterns, colors, 
and materials, but also in the 
distinction a woman will gain 
by their trim and graceful lines 
—the charm of youth is in 
them. 


Ideal in the idea as well as 
in the wear—shoes that will 
give individuality to a woman’s 
costume. The highest expres- 
sion of correctness in design 
and materials. An elaborate 
showing at $5.50 and $6.50 a 
pair. 
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Shoe Store Stunts 


No. 62—Quick Easter Deliveries 











A store can accomplish an unusual 
service and place a good advertisement 
by employing a staff of boys who are 
good roller skaters, to make deliveries of 
purchases that require prompt attention, 
or purchases made over the telephone, 
around the Easter season. Have each 
boy wear a cap on which a ribbon band 
is stretched lettered similar to the follow- 
ing: “Blank’s Quick Special Easter 
Deliveries.” 


No. 61—A Plateau Display Fixture 


The accompanying illustration shows 

a combination of plateau and panel 
decorations. The F peep is constructed 
in double-deck fashion so that it may be 
removed and used in various ways. 
The ong at the back is also separated 

e platform. The framework of 

the platform ‘ma 
7-8-inch lumber faced with wall 
position board. Over this a cover of any 
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be made of ordinary . 
or com- 


No. 63—An Easter Ledge Trim 








Designs similarJto the one illustrated 
can be readily placed in the window 
utilizing paper-mache or embossed toy 
rabbits. y posing these rabbits around 


a clock and utilizing two signs as illus- 
trated, you can encourage early Easter 
shopping. 





suitable material may be applied. At the | 


top of the panel, we show a scenic land- 
scape which may consist of a large appro- 
priate wall-paper pattern suggestive of 
the season. 


Acceunts Cannot Be Opened for These Nominal Ameunts 
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Q)LD-SHAP 


SHOES 


4“ “he Shoes that are TAILORED 


mt 


The new high arch Ss =< .. : 


Tote the heghh Fz 
of Heel Dyg inches | Wa 


Cfallaned a as 


ine Garments 
are tailored 


Just as Lady Duff Gordon has attained supremacy in the 
designing of gowns, so the creator of Hold Shape modes has 
achieved supremacy in the fashioning of footwear. The 
“TAILORED” idea in connection with shoes belongs to the 
HOLD SHAPE shoe, ezclusively, and gives it such an over- 
whelming elegance of contour and exquisiteness of detail, that 
dealers find the Hold Shape one of the quickest selling and 
largest profit-making shoes in America. 


HOLD SHAPE TAILORED shoes are pre- 
“THE gueat THAT ARE sented in 65 striking new “NOVELTIES.” We 
invite correspondence from dealers who appre- 


LA} 
TAI LORED ciate ELEGANCE in footwear. 


Oke WISE, SHAW & FEDER Co 


CINCINNATI 
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A Simple Inventory 
Keeping the Records Straight by Perpetual Inventory 


By RALPH H. BUTZ, Allentown, Pa. 


HERE are very few retail shoe merchants 

who are aware of the advantages that can 

be gained by the keeping of an accurate 

inventory that is complete at all times. 
On the other hand, many merchants have real- 
ized the need of an _ inventory’ system, but 
after studying a large number oof _ different 
forms and methods, none of which were exactly 
suited to their needs, they have arrived at the 
conclusion that there is no practical inventory 
system for the retailer who handles a large variety of 
styles and sizes. In many cases the manufacturers’ 
stock records have been given as models, and there 
are very few instances where a merchant can use 
the same system which the manufacturer finds suffi- 
cient for his needs. The clerical work required to keep 
some systems renders them practically prohibitive. 
The merchant does not care so much to have all his 
styles and sizes listed in his record book. It is the 
value of his stock on hand that constitutes the im- 
portant problem. A glance at his stock on the shelves 
will readily tell him when he is running short of 
different sizes, but a glance at the shelves will not 
tell him the value of his entire stock on hand. And 
this is what he desires to know when he wants to 
make a financial statement, or when changes of busi- 
ness policy occur. It is on account of these problems 
that the following system has been devised, because 
it comprises the necessary facts. If ordinary care is 
exercised by the clerk who keeps it it will be of great 
value to the merchant as an accurate record of his 
business each day. : 


Cost Mark on Sales Slip 


Every time a sale is made the clerk writes a sales 
ticket in duplicate, such as are used in practically 
every retail store. The original sales slip goes to the 
customer as a receipt for his purchase, and the dupli- 
cate is handed to the cashier together with the amount 
of cash stated thereon. If it is a charge slip, it is so 
marked and the bookkeeper will charge the sale to 
the proper account. Each day all these sales slips 
are entered on a form, similar to the one here given. 

This is a tabulated record of the day’s business and 
to the wide-awake merchant it is of vital interest. 
From this record he can see at a glance the gross profit 
for the day, and by deducting his daily expenses he 
will arrive at the net profit. How many retailers 
know as much as that about their business? The 
amount of the cash sales as added for the day should 
agree with the cash received during the day, and all 
charge slips should be checked twice to prevent any 
errors that might occur in charging. 


In order to keep the ‘Cost Price’ column accurate 
it is best to have the cashier mark the cost letters on 
the duplicate slip. For instance the cost mark on a 
pair of shoes may be ““T LS,”’ and these letters should 
be marked on the duplicate slip. The clerk who has 
charge of the Sales Record knows the costing key and 
will be able to read the figures which the letters 
represent. 


SPECIMEN DAILY SALES RECORD 











Sales Cost Sales Cash Charge 

Slip- Pair Price Price Sales Sales 
87 1 $2.10 $3.15 $3.15 re 

- 88 2 4.80 6.20 ee $6.20 
89 1 4.90 6.00 6.00 
90 1 3.25 4.00 4.00 
91 1 1.35 1.90 1.90 eae 
92 2 2.80 4.25 aie 4.25 
93 i 7.00 8.75 8.75 ee 
96 1 6.45 7.60, 7.60 HAL 
97 1 2.00 2.80 pact 2.80 
98 1 1.00 1.45 1.45 spc 
99 1 4.75 6.00 6.00 

100 1 3.20 - 4.50 4.50 

101 1 . 3.20 4.50 4.50. - 

102 1 7.00 8.75 ard 8.75 
103 1 6.45 7.60 7.60 ’ 

104 1 1.35 1.90 1.90 

105 ] 2.10 3.15 3.15 

106 1 3.40 4.50 4.50 

Totals 20 $67.10 $87.00 $65.00 $22.00 








After the daily sales record is:completed, the totals 
for the day are then entered on the INVENTORY 
RECORD, the form of which is reproduced on 
page 39. 

The Records in the Case 

At the time this record is started a complete inven- 
tory should be taken, and the totals should be inserted 
as shown—3,456 pairs, value, $11,897.50. All pur- 
chase invoices should then be entered singly, together 
with the number of the purchase invoice which is 
obtained from the purchase register, where such a 
record is kept. In this case the first purchase is 
entered on October 2d. The number of this invoice 
is 1176, and is for 100 pairs of shoes valued at $320. 
The next purchase invoice is on the same date and 
the number is 1177. This invoice represents 150 
pairs of shoes valued at $470. These totals should 
be carried to the Balance Columns on the right-hand 
side and added to the previous balance. 


Telling You Where You Stand 


The totals from the Daily Sales Record for October 
2d should now be entered in the Sales Columns as 





BOOT AND SHOE RECORDER March 10, 1917 


en 
Nalad 


OCS 


To the woman of today, the fitness of footwear is an element of considerable comment. No longer 
is the same pair of shoes considered adaptable to any costume. Milady insists, when she goes out, 
that her footwear is in perfect harmony with her finery. 

The LINDNER line is built to conform to these demands, to appeal to the woman who acknowl- 
edges the necessity of effective fit, finish and harmony. The touches of conscientious care in finish 
—the notable harmony in the selection of colors and materials—the tasteful designing of each last 
and pattern—these things will appeal to you. And you can rest assured that every shoe that comes 
to you will, in every detail, be just as good as the sample you see, and so will appeal to her—Mila- 
dy—whose custom you court. 


When you view the LINDNER line you will want your customers to see it, too! And, when they 
have seen it, and have been influenced by its appeal, the line will stick. 


LINDNER SHOE COMPANY 


CARLISLE, PA. 
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shown. The total pairs sold and the Total Cost Price 
must now be deducted from the Balance Columns, 
which leaves the total amount of stock on hand at 
the end of business on October 2d. Care must be 


tion with the value at the selling price, and the value 
on the Inventory Record must be the Cost Value, not 
the Sales Value. This record can be totaled at the 
end of each month. It will then be easy to issue a 


RETAILER’S INVENTORY RECORD 











PURCHASES SALES BALANCE 
] 
Purchase Sales Cost 
Date Invoices Pairs Value Date Pairs Price Price Pairs Value 





10-2 | Complete Inven|tory 

10-2 1176 100 $320.00 
10-2 1177 150 470.00 
10-2 























3456 | $11,897.50 
3556 12,217.50 
3706 12,487.50 
20 $87.00 $67.10 3686 12,427.40 


























taken that the Total Sales Price is not deducted from 
the balance figures, as this would leave an incorrect 
balance. The value of stock on hand has no connec- 


trading statement showing the gross and net profit 
of the business for the month. Financial statements 
can also be issued each month if desired. 


More Details of Unique Convention 
Merchants of St. Louis Establish Precedent---No Formal Resolutions 


Supplementary reports from Missouri regarding 
the organization at St. Louis of the shoe merchants 
into a state association, and complete election returns 
give the following: , 

President, W. H. Griffith, St. Joseph, Mo.; vice- 
president, C. P. Miller, Columbia; secretary-treasurer, 
Horace M. Swope, St. Louis; directors: one year term, 
C. E. Reader, St. Louis; William Bolte, St. Louis; 
Frank Bihr, Sedalia. Two year term: J. V. Byrn, Kan- 
sas City; E. J. Bloom, St. Joseph; J. J. Sensenbrenner, 
St. Louis. Three year term, C. A. Quinn, Sedalia; 
John West, Hannibal; J. P. Rose, Marshall. By this 
arrangement, under the constitution the terms of 
three directors will expire each year, leaving six ex- 
perienced members at all times. 


Guests of Manufacturers 


The, representation in the convention included 
merchants from Carrolton, Marshall, Slater, Cape 
Girardeau, Charleston, Centralia, Boonville, Farm- 
ington, Kirksville, Fayette, Monroe City, Hannibal, 
Mexico, Chillicothe, Vandalia, Sedalia, Fulton, Jop- 
lin, Mound City, St. Charles, Columbia, Springfield, 
Nevada, Windsor and many other towns as well as 
St. Joseph, Kansas City and St. Louis, these repre- 
sentatives of shoe retailing having registered and paid 
the annual dues of $5.00. 

The convention was entertained at banquet by the 
shoe manufacturers and wholesalers of St. Louis, the 
hosts of the evening being the Brown Shoe Co., Ham- 
ilton-Brown Shoe Co., Peters Shoe Co., Roberts, 
Johnson & Rand Shoe Co., Boyd-Welsh Shoe Co., 
The James Clark Leather Co., Geo. F. Dittmann Boot 
& Shoe Co., Friedman-Shelby Shoe Co., The Johansen 


Brothers Shoe Company, the Johnson, Stephens and 
Shinkle Shoe Co., McElroy-Sloan Shoe Co., Pedigo- 
Weber Shoe Co., Geo. W. Perry Rubber Co., Rice & 
Hutchins St. Louis Shoe Co., Vinsonhaler Shoe Co., 
A. S. Kreider Co., Lund-Mauldin Shoe Co., John 
Meier Shoe Co., Samuels Shoe Co and F. L. Doerr 
Shoe Co. 
Flexible Organization Devised 

The second day was largely taken up by the dis- 
cussion of detail matters connected with the forma- 
tion of the organization and the perfection of its 
machinery for the extension of the association and its 
work. It was decided among other things, to provide 
for the affiliation with the state organization of local 
city bodies of shoe retailers, thus providing for their 
representation in the state body as well as for individ- 
ual membership in the association. 


Resolutions Thought Futile 

It was decided to provide for no committee on reso- 
lutions, on the recommendation of ‘National Field 
Secretary Sloane, and because of the general feeling of 
the members in attendance that such a committee 
led to the taking up of subjects and movements of no 
direct value to the organization. It was held that any 
proper subject would be best handled as it came up, 
rather than through a resolutions committee formally 
provided for. 

The convention closed with a vote of thanks to the 
St. Louis committee and also to those who had enter- 
tained the organization. It was decided to meet again 
in St. Louis in 1918 and to arrange the date to coin- 
cide with the sessions of the Missouri Retail Clothiers’ 
Association. 
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Neolin Is First 


in Appearance 





Gunmetal Blucher, all leather heel, Neolin sole, 
oa ew made to order by Jos. M. Herman 5 Shoe 
., makers of Herman’s Munson Army Shoe. 


Ten Acres of Floor Space 


HEN your shoe orders are delayed ‘or 
incorrectly filled you are inclined to 
blame the shoe manufacturer entirely. 


We regret to say that in the case of a good 
many shoe manufacturers, we have been re- 
sponsible for that condition where you have 


specified Nedlin Soles. 


We are frankly sorry but, being human, we 
were unable to calculate the tremendous vol- 
ume of Nedlin orders that would come to us 
and we have been simply swamped. 


Over four hundred of America’s leading 
shoe manufacturers are supplying Nedlin 
Soles to their customers. And their orders 
on us have been large, too large, in fact, 
for our former limited’ production. 


All this is changed now. 


In our new plant just completed, there are 
400,000 square feet of floor space devoted to 
the making of Neédlin. 


Rows and rows of fast waniliiiads are now 
turning out Nedlin Soles, where handwork 
was largely employed before. 


all / e 
There are lots of retailers who 
Stetson Shoe Co. of E. Weymouth. lass., ti OC) | nN 


ply them with the right tri: tw Thi: rade Mark 
mahogany calf Oxford on pT ar og poe a Reg US Ret OF 
with a Neolin sole and rubber heel is one of their 


Depuler shoes for Spring and summer nd 6 -s Better than Leather 
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Send out your Neolin-soled shoes with 
Ne6olin price tags for retailers’ use. We will 
gladly send you a full supply on request. 
They are beautifully printed in four colors 
with ample space for retailers’ price marks. 











This McKay Welt, gunmetal lace boot, with ball i 


strap, forated vamp and tango eyelets has 
been a splendid seller with the Sued Shoe 
Co. of Rochester, New York. It is known as style 
D 142—retails for $4.50 and, of course, has a 
black Neblin Sole. 


Assure Neolin Deliveries 


Fifty thousand pairs of. Nedlin Soles are 
now turned out here daily. It will soon be 
eighty thousand pairs. One hundred thou- 
sand pairs will be our capacity July first. 


Our production will now keep up with 
your orders. As month follows month, in spite 
of increasing demand, there will always be 
Nedlin for your specifications. I 


No longer is there any excuse for your manu- 
facturer failing to give you Nedlin Soles. We 
now have stocks, not only at Akron, but at 
Boston — to insure that you can get Nedlin 
without delay, whenever you want it. Such is 
our belief in Nedlin and its possibilities for 
ourselves and for you. 

We can confidently say, that the inconvenience 


you have so charitably suffered in the past, will not 
be repeated in the future. 


Nedlin meets every modern shoe sole need. And 
it is always the same in quality on any price of 
shoe. Nedlin comes in black, white and tan. Mark 
that mark; stamp it on your memory: [eolin — 


the trade symbol for a never changing quality product of 


The Goodyear Tire & Rubber Company 
Akron, Ohio 


Neolin Se | 


Trade Mark Reg U. S. Pat. Off 
mand tite hutietind-oi Shoe Co., Racine, Wis., in tan calf with perfor- 


Better than Leather TSE fas edge rah shed Sto 





. Made to retail for $ 
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The dealers who are to make money 
this Fall are the men who are get- 
ting ready now. The H. & F. shoe 
for men interests dealers planning 
big things. | 


“EVERYTHING NEW THAT’S GOOD”—ALWA YS 


Howard and Foster Company 


Makers of Men’s Shoes for Particular Purchasers 


Brockton, Mass. 


134 Summer Street, Boston . 


SUCEOURCOOOGGCHORGORGEOGOGGOOEGOOROCOGHOGOQEOOQEGGROGEEGCHRSOOOACOOGOOROGEOOOCCOOUGOOGOGOROCRRORORGRORRORNRRS 


iz 

















The New Style Arctic Buckle «“SURE-LOCK”’ operates just exactly the opposite from 
the old style. The Old Style Buckle goes UNDER the slotted plate. The New Style 
Buckle goes OVER the slotted plate and hooks down into it. 


I) 


The Advantages of the Sure-Lock Buckle: No projecting ends to catch. A wire bolt, giving it great strength. 
It locks under all conditions. Cannot be clogged with ice, sand or dirt. A positive motion to unlock it. 
Can be unlocked with gloves or without gloves. Not dependent on its spring to keep it locked. Does not 
require the fingernail to open it. Has a smooth surface. Keeps its alignment. Very neat in appearance. 
Simple in operation. Greater adjustment than any other shoe buckle. 
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--GRIFFIN-- 


WHITE 


DRESSINGS 


Summer shoes require care- 
Griffin Bock White ful attention. White and 

pith Sie ated oc aia the delicate shades that will 
214 Ox...........411.00 Groen 00.88 95 Dow predominate 1 in the coming 
season’s styles must be kept 


in spotless condition. 














These dressings will do the 
work---to the satisfaction 
of your customer and jto 
your own profit. 











Griff fin » Suede Pan 


In Blue, Black, Light Gray, Dark Gens. ane. 22 
Brown, Green, "Red, White, Ivory, Cham- 
pagne. 


Griffin’s Glazed Kid Cream 


Cl Lo) Polish 


Is to the Leather what Cold Cream is to the 
— 3-oz. Bottle in Beautiful Lithographed 
arton. 


Price. $16.00 Gross $1.40 Doz. 











Griffin Suede Powder 


A powder cleaner for Lipa, Bar leathers, in sifting 
top can. White, Li -~ od Pearl Gray, 
Brown, Chamois, ‘awn, Field Mouse, Gray- 


Gee cil Fawn. Piece of Toweling 4 applying in- 
a cluded. 
$16.00 Gross $1.40 Doz. 


| 
; Write for new catalog for description of 
f complete line. 

‘ 


If your findings jobber cannot supply 
you, we will. 


Griffin Mfg. Co.., 10. 





Established 1890 
67-69 Murray St. NEW YORK 
Griffin Quick Cleaning Fluid Canadian Representatives Canadian Shoe and Novelty Co. 
For cleaning Silks, Satins, White and Colored 2 Trinity Square oronto, Can. 
Cloth Top Shoes—Non-burnable. Western Office 


$20.00 Gross $1.75 Doz 33 Minna St., San Francisco, Cal. 





Griffin’s White Kidine 
An effective and safe cleanin, ing and whitening 


fluid that cleans all white kid and white calf 
stock. 

Small Size...... $11.00 Gross $0.95 Doz. 
Large Size...... 18.00 “ 1.60 “ 





Griffin Magical Powder 


One of the two accepted ways for cleaning 
colored suede, Nubuck and nappy leathers. 
White, Li cee Gray, Dark Gray, Pearl, Brown, 
Chamois, ‘eld Mouse and Gray-Fawn. 
Piece of "Toweling for applying included. 


$11.00 Gross 95c. Doz. 











Griffin White Sole and Heel Dressing 


For renovating and heels that have be- 
come soiled or stained. Made also in colors. 
Produces either dull or glossy finish. 


$19.50 Gross $1.75 Doz. 


Rae Mapas A wer 
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Gould-Lee & Webster Shoe Store Rochester, N. Y. 


AMERICAN SEATING (OMPANY 


General Offices, 1016 Lytton Biulding, Chicago, Illinois 
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The illustration shows 
an attractive shoe store equipped with 


Sanitary Opera Chairs 


the modern shoe store seating. 
Some of the advantages over settees 
and individual wooden legged chairs are 
Greater Seating Capacity 
(Chairs interlock) 
Greater Comfort 
(Spring, stuffed or full roll plain seat) 
Superior Designs 


Economy 


(Plain wood or upholstered opera chairs 


cost about one-half price of corresponding 
wooden legged chairs) 


Indestructibility 


(Opera chairs guaranteed against breakage. 
Wooden legged chairs and settees break 
easily) 

Rigidity 
(Opera chairs have heavy metal uprights 
fastened to the floor) vm 


PERMANENT EXHIBITION ROOMS IN ALL PRINCIPAL CITIES 
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A BAILER BEDTS , 
ABAG FOR | 


WASTE PAPER 





Bags increase your fire hazards" 
--a baler reduces them. Bags 
keep waste paper loose--a ba- 
ler compresses it. 
the quantity a baler 
can; they are difficult to handle and what’s ; 
saved does not bring the money you could | 







Modern Leader All Star Baler 


Use this and get better fire insurance rates. 
Save on your insurance and make on the 
sale of waste paper. It will mean money 


Read, sign and return coupon and let us 
prove you can turn waste paper into profits 


The Petroleum Iron Works Com 
OF OHIO 





702 Frick Building 


Agents Wanted 


SIGN AND RETURN THIS COUPON, N-O-W 





The Petroleum Iron Works 
702 Frick Bidg., Pittsburgh. 


Prreerd faiaiss 


TTTETERELETEEE EE eee 


catalog of THE MODERN 
information about how to turn 


TUTTLE LEEEL ET ee eee 





eee eeeeeeeereeseses 


= 


(530 SHOE & LEATHERN 


& ALLIED TRADES 





Sa 


The BEST and BRIGHTEST Shoe 
and Leather Trade Paper in Europe 


Circulates amongst the biggest buyers of 


Shoes, Leather, Machinery, Find- 
ings, and all accessories in Shoe, 
Leather and Tanning Materials 
The effective staff is composed of prac- 
tical men of large experience and will 
give advice on business propositions. 


The EDITOR of the “RECORDER” 
will tell you all about us 





EDITORIAL AND BUSINESS OFFICE 
-4 and 5 South Place, London, E. C. 


COPIES WEEKLY POST FREE TO U.S. A. 
2% Dollars per annum Prepaid 
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LEVOR BUCK | 


Made of Cabretta skins finished on 
the flesh side. Chrome tanned. .. 


is 
un 


1D 


HA 


NOAA 


The most attractive topping stock for 
high class shoes... 2 2 ee : 
Zz In desirable fashionable shades. laeal in appeadlance. 


CFs FLAY @) Sree SO) PEALE Rive 
Manufacturers, GLOVERSVILLE.N.U. 


NEW YORK, 8&-90 GOLD STREET. 
Johns: mS lephe ns. Fatton Leather Co ft louisr The 6 Leyo Comp. wnt) Poston. 
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This Trade 








on {loose leaf 
devices and 
forms means 
more than the 
Sterling mark 
on silver. 


The Sterling mark is used by many—and responsibility for 
the merchandise on which it appears is divided among men who 
differ in their conception of its meaning. 

This trade-mark identifies the work of one organization, and 
in that organization it is an asset to be guarded with brain and 
hand. 

To you it is a guarantee of dependable loose leaf devices and 
forms—of good material, skilled workmanship and the durability 
that invariably follows these qualities. 

To you it means accuracy—you bought that binder in Dallas 
five years ago, and the’ sheets you purchased in Montreal last 
month are a perfect fit. 

So now, when he offers you that “something” which is ‘“‘just 
as good,” you remark that you very much prefer the proved 
original to a doubtful substitute. 


AT ALL FIRST CLASS STATIONERS 
NOTE [ ferek3} Books and Forms Are Acknowledged the 


est by both Dealers and Users 
WHY SUBMIT TO SUBSTITUTION? 


Send for Catalog E9 
Irving-Pitt Manufacturing Company 


Largest Loose Leaf Manufacturers in the World 
KANSAS CITY, MISSOURI 9 


The Stitch 
‘that is sunk 
in the inner- 

sole means 

absolute 
foot comfort 


The Landers Felt- 
Lined Canvas In- 
nersole is in every 
way superior to an 
innersole of 
leather. 


No rough, uneven surface—no lumpy thread 
bunches to cause discomfort. The stitches are 
sunk in the felt and covered with a thin sock 
lining. 

The result is a sole of surpassing smoothness 
and comfort. 


Feature these inner soles in your shoes. It will 


pay you—many times over. 


The Landers Brothers Company 
Toledo - - - Ohio 
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?THE ADVANTAGES OF 








P erfection 





Circlettes 


With the Sharp Shoulder and Broad Wear- 
ing Surface 
They don’t scratch floors They do protect 


They don’t wear slippery They do stop uneven wear 
They don’t drop out They do prevent runover heel 


PUT ’EM WHERE THE WEAR COMES 
TRADE SUPPLIED BY 


F. W. Whitcher Co.,82, 











“” 


7 





THE 


SHOE TRADES JOURNAL 


74-77 Temple Chambers, LONDON, E. C. 


The oldest and most influential British 
shoe and leather trades paper. Es- 
tablished nearly half a century. 


Conducted by a strong staff of reliable 
business men with practical knowledge 
of all branches of the trade. 


The “Journal” is known throughout the 
world. 


Our experience is at your service. 


Foreign Subscription $3 a Year 


REPRESENTATIVES for U.S. A. 


FRANKLIN P. SHUMWAY CO. 
453 WASHINGTON ST., BOSTON 





at 
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Sales that keep the 


| Register ringing 


There are between two and three million 

readers of Labor journals reached every 

month by Union Stamp advertising, 

who are looking for shoes for themselves | | 


and families bearing the Union Stamp. 


You cannot get and hold this trade un- 
less you sell union footwear. 


As the different lines for spring and sum- 
mer of 1917 are shown you select those 
bearing the Union Stamp and make it 
known in your local advertising. 


Increase your range---make your store 
appeal to everybody and you can easily 
do so if your shoes bear the UnionStamp. 





Boot & Shoe Workers’ Union 


Affiliated with the American Federation of Labor 


246 Summer Street - - Boston, Mass. 








= John F. Tobin, Gen. Pres. 


Chas. L. Baine, Gen. Sec’y-Treas. 4 

oo & SHOE eo &S, 
WORKERS UNION WORKERS UNION 
HH ' 
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Factory Factory 
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NAGAR RAK 


My Dear Mr. Dealer:— 


Look at this! A sample of HUB-MARK rubber footwear. Note 
the beautiful lnes—HUB-MARK rubbers are first quality in every particu- 
lar. They are sold by all leading shoe jobbers. 


MADE BY THE 


BOSTON RUBBER SHOE COMPANY 
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Boots and Shoes 


Just as it seemed likely that the Winter was over 
and past, and that shoe merchants might devote 
their time and talents to marketing Spring footwear, 
an unexpected storm covered the entire area of the 
country to the north and east of Ohio with a mantle 
of snow. New York and Boston, as well as a hundred 
cities of lesser size and importance were buried under 
the soft, loose precipitation, which soon changed to 
nasty, moist meal into which pedestrians trod several 
inches at each step. Rubbers were indispensable, 
and the retail and jobbing stores felt the effects at 
once. This added somewhat to the dissatisfaction 
of those who had sold out, but was hailed with delight 
by those dealers who had some fears of carrying over 
until next Fall, rubber stocks of greater or less quan- 
tity. Some dealers were inclined to the opinion that 
the experiences of March, 1916, might be repeated, 
but “sufficient unto the day is the evil thereof.” 
Easter is still a considerable distance away, and 
there is still sufficient time to sell rubbers, without 
materially interfering with the Spring footwear sales. 


Tennis Lines 


There is little new in the tennis business. The 
factories are turning out record quantities, and 
deliveries are being rushed as fast as cars can be 
procured. Orders keep coming in, though it is 
claimed that every factory is loaded up to capacity. 
The publicity which will be given this style of foot- 
wear, and the high cost of producing leather shoes 
are two very strong reasons for the expectation—yes, 
the positive prophecy that the Summer of 1917 will 
be the banner one for tennis lines. 


Crude Rubber 


The crude rubber market has been active during 
the week. This is practically the beginning of the 
season in many lines of manufacturing, where crude 
rubber is required. This, in itself, would enliven the 
market, but in addition to this, there is a feeling of 
insecurity as regards supplies. There are some fears 
that the rubber embargo from British home and 
colonial ports may be so modified as to curtail re- 
ceipts, while the uncertainty of securing space in 
western-bound steamers, and the further risk of 
losses of cargoes all tend to induce buying by those 
who have been conservative in their purchases, or 
have postponed buying. Some large sales have gone 
through within the last two weeks, which have held 
the market up, and in addition, there have been some 
good-sized importations for the leading companies 
who are buying direct at sources of production, or 
are raising their own crude rubber. 

We quote: upriver fine, 81 to 82c.; islands fine, 
76c.; upriver coarse, 55c.; islands coarse, 37c.; 


The Rubber Realm ee * 


caucho ball, 55c. for upper, 5lc. for lower; cameta’ 
40 to 41c.; centrals and Mexican, 51 to 53c.; guay- 
ule, 44c.; first latex pale crepe, 89 to 90c. Smoked 
sheets, 89 to 894c. 

Scrap Rubber 


There have been some fairly large sales to re- 
claimers during the past week or two, and dealers 
are offering 9ic. f.o.b. at shipping points, or 9$c. 
delivered. Close trimmed arctics still bring from 7} 
to 74c. These prices, dealers claim, will not hold 
good much longer, as it is expected that large sup- 
plies will be available as soon as the weather is settled, 
and that this will cause prices to decline. Collectors 
claim that so far, there are less scrap boots and shoes 
obtainable just now than at any previous corre- 
sponding date for several years. 


Rubber Notes 


W. E. Barker, manager of sales of the United States 
Rubber Co., is on a western trip. 

Charles A. Coe, Eastern selling agent of the United 
States Rubber Co., is in the West on a business trip. 

At the Indiana Shoe Merchants’ Convention at 
Hotel Claypool, Indianapolis, March 13-15, the 
United States Rubber Co. will have a special room 
for a complete Rinex display. 

Tracy S. Lewis, president of the Beacon Falls 
Rubber Shoe Co., is recovering from a rather severe 
attack of illness, and is expected to be at his desk 
again by the end of this week. 

White rubbers are in demand. The editor of this 
department would be pleased to learn of jobbing 
houses which have any for sale, as he can send to 
them names of anxious prospective customers. 

The Federal government has asked for sealed 
proposals for furnishing 10,000 pairs rubber boots 
and 10,000 pairs arctic overshoes. Luckily these 
lines are not so heavily oversold as are rubber shoes 
and light rubbers. 

The Goodyear Tire and Rubber Company’s busi- 
ness is running 70 per cent over 1916 figures, and 
has arranged to obtain nearly $10,000,000 through 
sale of stock in order to cover largely increased 
expenditures incident to this heavier business, and 
the necessity of carrying much larger supplies of raw 
material. 


Big Decrease in Failures 


One of the best indications of the grading-up in 
shoe merchandising throughout the country is illus- 
trated by the reports of mercantile agencies which 
show that during 1916 there were forty per cent less 
failures among retail shoe merchants than for the 
year preceding. 


sos > oc st RI meri 


Lissa de tihe Secantnc Rae ame 
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95.4% of all orders received by our stock 
department in 1916, were shipped. 
Some Record. We are striving for 100% 
efficiency this year. Our 1917 stock 
Catalogue is ready. Send for yours. 
The following shoes are the ones you 
need right now: 


HIGH SHOES 


557 Stock No. 602 

Gun Metal Galt Bal. A Wide, No. 16, Coffee — aah Calf 
to 10; B Wide, 6 to 10; cate 5 Bal. A Wide, 7 to 10; B Wide, 
Wide, 5 to 10. Biltmore Last $5.50 | 6 to 10; C and D Wide, 5 to 10; 

Stock No. 600 $5. 18 
No. 26, Mahogany Russia Calf Stock No. 
Bal. A Wide, ra to 10; B Wide, 6 No. 14, Russia Calf Bab A Wide, 
to 10; C and D Wide, 5 to i0. 7 to 10; B Wide, 6 to 10; C and D 
Biltmore Last $5.75 | Wide, 5 to 10. Biltmore Last $5.75 


OXFORDS 


Stock No. 624 Stock No. 
No. 26, Russia Calf Lace Oxford. | No. 14, Russia Calf al Oxford 
B Wide, 6 to 10; C Wide, 5% to | B Wide, 6 to 10; C and D Wide, 
10. Biltmore Last 25 | 5% to 10. Biltmore = $5. 25 

es No. 625 Stock N 

Russia Calf Lace Oxford | Gun Matal Calf “ae Oxford, 
Med Necke Sole) (O’Sullivan Rub- | B Wide, 6 to 10; C and D Wide, 
ber Heel). B Wide, 6to 10;C and D | 5% to 10. Biltmore Last. ..$5.00 
Wide, 5% to 10. ‘Stag Last $5.00 


M. A. PACKARD CO. 


BROCKTON, MASS. 


“BILTMORE” iin cilia 
60 South St. 127 Duane St. 
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3 ; No. 1657 


MAKE YOUR SHOE DISPLAYS 
MORE EFFECTIVE 


The assortment of shoe stands shown is both i and d 
= = pa display man wonderfully in his endeavor ~4 my AM and =D. 
D 


) % i - 
ON, 


te iu We73 


ONE OF ouR 
IN-STOCK LEADERS. 


Here’s a spring style that 
will prove a hummur for 
sales. Our College Last 
Stock No. 200. Gun 
Metal Bal, Single Sole, 
l-inch Heel, Widths C 
and D. 





Price Each 





Readyjto Ship 
Price $4.00 


1 30 inches. 
Top * 5x10 inches. 
Oval bevel glass, 
with swivel con- +6 tilt to any angle. 
Price Gok. .$3.30 Price each. .$3.40 





SHOE STAND DOUBLE SHOE STAND 
HUGH LYONS & COMPANY 
906 E. South St. LANSING, MICHIGAN 


35 W. 32nd St. 2345S. Franklin St. 
New York Chicago 


Manufacturers 


Condon Bros. Co., Brockton, Mass. 




















March 10,1917 “THE GREAT NATIONAL SHOE “WEEKLY” . = Sl 


BUYERS!!! ene 


If you are an admirer of good honest shoes, we want to know you. 


We feel proud of our “‘ Unbranded”’ line and will go a long way to place 
our shoes before the ‘appreciating buyer.” 


Let us hear from you. Ask for your copy of our “Stock Service Book.” 








High Shoes 
In Stock 


Oxfords 
In Stock 








GUN METAL 
GUN METAL 
$3.00, $3.50, $4.35, $4.65 
$2.60, $2.90, $3.25, $3.75 
BLACK VICI 
BLACK VICI $3.00, $3.75, $4.35 
$3.50 
TANS 
TANS’ $3.60, $4.25, $4.75, $5.00 


$2.75, $3.15, $3.60, $4.00 





a: re $3.75 
Same in Tem. ......<.. 4.00 


Diamond HhceC- 





196 CHURCH STREET 


AT DUANE 
NEW YORK, N.Y. 
9 
PITTSBURGH OFFICE, 302 Lyceum Bldg. ’ CHICAGO OFFICE, Lees Bldg. 
PHILADELPHIA_OFFICE, 406 Central Trust Bldg. DETROIT OFFICE, 213 Bowles Bldg. 


Baltimore, Md.—MR. M. B. GRUBER, 317 No. Howard St. 
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It may be @ beautiful car, with a graceful Te] 
Stream line and a coach tinish but if wil not 7 FEL L 
move until a little spark of electricity ’s applied. -. 1 at 
The BEACON agency isthe spark that will = PTT ' Fy 
set YOUR business going-full speed-forthe — .\ --LT TE TE ih 
BEACON LINE of MENS and BOYS GOODYEAR OH 
WELTS represents not only unusually good ( ys ETT ay 















































Shoes, at unusually fair prices, but there = ~~ 
/s areal Service in advertising and sales | 
helps that istar tram ordinary and that_~ 
works every time fo YOUR profit « 
Write today for this BEACON agency pro- @. 7 
position and get this spark working for you! 


A wire, a letter, or even a postal card 
To us will set things moving your way: 
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WHATEVER YOUR SHOE REPAIRING 
REQUIREMENTS MAY BE 


WE AVE THE MACHINE 











The illustrations above show but a few of the big range of ma- 
chines which we supply for shoe repairing. 


They are all illustrated and described in a very handsome cata- 
logue which we are glad to mail free to anybody who writes for it. 


They cover every requirement from a simple cleaning shaft up 
to the most elaborate and complete outfit. 


We help our customers make a success of their business. Our 
machines always carry with them a service that is considered 
by many of our customers among their most valuable assets. 


We have customers everywhere, and we are not ashamed to 
have you ask any of them about’ us or our machines. 


Write us today for a catalog. 











UNITED SHOE REPAIRING MACHINE CO. 


4 ALBANY STREET, BOSTON, MASS. 








March 10,1917 “THE GREAT NATIONAL SHOE WEEKLY” 


SZiNHANIUUUUTANANOARUULUUGNOAENOVEUUGGOOGOOOEUUAGONGROOTEUUGOOOASAEUOUUGGOGAOEUUUOOAOONHLLE 


We told you 


so! 


59 

















This expression is trite- 
but it exactly fits the occasion. 
for remember we did say last 
spring that white shoes were 
going big in 1917. 








sill 


S00 


Our prediction is being verified---white shoe sales are 
increasing with startling rapidity. Are you prepared 
for the rush of white business? 


Specify 


“OSTEND 2” 


The white shoe cloth with the 
exquisite kid-like finish. 


Shoes made from this beautiful topping stock, are correct and 
always in great demand. 





Over one million pairs of shoes made from this fabric were sold 
during 1916---and not a complaint! 


J. EINSTEIN, Ine. 


176 WILLIAM STREET, NEW YORK 
BOSTON ST. LOUIS MONTREAL, CANADA 
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GET READY FOR 
EASTER 


3 WS LENOX 
SHOES 


FOR 
MISSES AND CHILDREN 


IN STOCK NOW. 






Misses’ and Children’s Welts, 
Gun Metal and Patent 
Leather Button, Tip, 3-4 
Foxed. 


5 to!8, $2.00 8 1-2 to 11, $2.25 
11 1-2 to 2, $2.50 


1 to 4, 90c 4 to 6, $1.10 





Misses’ and Children’s McKay Sewed, 
Gun Metal and Patent Leather, 
3-4 Foxed, Button, Tip. 


5 to 8, $1.75 8 1-2 to 11, $2.00 
11 1-2 to 2, $2.25 


The Best Seller of All 


MARY JANE SANDAL 


Either Patent Leather or Gun Metal 


McKAY 5 to 8, $1.20; 8 1-2 to 11, $1.40; 11 1-2 to 2, $1.60; 21-2 to 6, $2.00 
TURN 2 to 5, $1.00; 4 to 8, $1.20 


Lots of Other Good Ones too—They are all our own make—which means that our reputation is back of them 


WEIMER, WRIGHT & WATKIN CO. 


EET PHILADELPHIA  s1002%Stemee 


Children’s Patent Turn Button 
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Big Line of Turns 


GHERMAN TURNS HAVE THE 

REAL SELLING PUNCH. THEY 
COMBINE QUALITY AND NIFTY 
FASHION WITH REASONABLE 
PRICES IN A VERY BUSINESS- 
LIKE WAY. MADE TO ORDER 
ONLY, BUT WITH PLENTY OF 
LEATHER AND FACILITIES TO IN- 
SURE GOOD DELIVERIES. SMART 
BOOT ILLUSTRATED MADE IN 
BOTH BUTTON AND LACE. 
WRITE FOR TRIAL CASE; ALSO 
DETAILS OF OTHER PATTERNS. 


Style No. G-9 
(As illustrated) 

VAMP—BLACK SURPASS KID 

TOP—8 INCHES, GREY CLOTH 
J. EINSTEIN, INC. 

BUTTONS—150R 16 SMALL 
“DANDY.” 

SOLE—TuRN. SQUARE EDGE. 
BEVEL SHANK. 

HEEL—2: wooD COVERED 
LOUIS WITH ALUMINUM 
PLATE. 

PRICE—$5.50 5% THIRTY 
DAYS. 


MADE TO ORDER ONLY 


Sherman Shoe Company 


ROGER SHERMAN JR., PRES. 


HAVERHILL, MASs. 
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Six Big Sellers 


| Ready For Shipment March Fifteenth 
x | Terms—Thirty Days Net 


DO NOT HESITATE 3: ze 3: ORDER TODAY 















Style 
Noi32 
$650 














Grey Kid vamp, White Royal Kid top, 8%- 








Light Grey Kid, 8%-inch Regent lace, new Glazed Kid vamp, Silver Grey Kid top, 8%- : a oe 

oval throat, imitation turn, two-inch covered inch Clermont lace, new oval throat, imitation inch Regent lace, new oval throat, imitation 

Louis heel with plate. AAtoD. Sizes 3 to 7). turn, two-inch leather Louis heel. AA to D. turn, two-inch leather Louis grey finished 
heel. AAto D. Sizes 3 to 714. 





Sizes 3 to 7%. 

























Nay: 
sti 





Style Style is 
No. 133 No.1Sl ¢ 
$4202 $322 |: 





Hazel Brown Kid, 84-inch Regent lace, new y : : : ; ’ 

oval throat, Rich Fawn Cloth top, imitation Hazel Brown Kid, 8-inch Fille lace, new oval Glazed Kid, 8-inch Fille lace, new oval throat, 

turn, two-inch leather Louis heel. A to D. throat, Rich Fawn Cloth top, English Welt, White Devon top, English Welt, 1!4-inch heel. 
14-inch heel. AtoD. Sizes 2% to 7. AtoD. Sizes 2% to7. 


Sizes 3 to 74. 





EACH SHOE A PRONOUNCED SUCCESS 
The Holters Company 


CINCINNATI 
Operating The Miller Shoe Co. and The Holters Shoe Co. 
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In Centers of Shoe Manufacture + ¢ +¢ 


MARKETS—STYLE DEVELOPMENTS—NEWS 


NEW YORK CITY 


New York Travelers’ Smoke 


The annual smoker of the New York Shoe Travelers’ Asso- 
ciation was held at the Hotel Imperial Tuesday night of last 
week and was perhaps the most successful affair of its kind 
thus far held. Two hundred of the members and guests of the 
organization were in attendance and an interesting program of 
entertainment, story-telling and song was 
presented by the committee. A buffet 
luncheon was served. 


H. Jacob Factory Notes 7)? 


The annual ball of the H. Jacob Em- 
ployees Mutual Benefit Association was 
held in New York on February 22d, with 
over a thousand people in attendance. 
This organization has been in existence 
somewhat over two years. 





Continued progress is noted in more 
completely utilizing the new Brooklyn 
plant of H. Jacob and Sons, and already 
the legging and over-gaiter work is being 
done there entirely, as well as the sole 


cutting for their stitchdown and shoe lines. 
Ornament Makers to Move 


L. Alterson & Co., manufacturers of 
shoe buckles and ornaments, will move 
May Ist to the Printing Craft Building, 
at 34th Street and 8th Avenue. The 
present offices and sales rooms are in the 
Marbridge building and the plant is on 
Centre Street. The new move, Mr. Al- 
terson stated, is made in the interest of 
efficiency and concentration. Mr. Alter- 
son stated that in their new quarters they 
will have a great deal more room for the 
growth of their factory department and 
they anticipate the change will be one of 


a most desirable character. bination 


A Reunion Dinner 


Messrs. W: H. McClousky of Winch . 
Bros., Boston, P. W. Hutchinson of Clark, 
Hutchinson Co. of Boston, A. Lee Briggs 
of A. M. Creighton Company of Lynn, C. Schlatterbeck, George 
Chandler of McElwain, Morse & Rogers of this city and James 
Smith of Plant Bros., all of whom were formerly connected with 
the New York house of Clark, Hutchinson Company before that 
business was absorbed by McElwain, Morse & Rogers, fore- 
gathered last week at the Hotel Ansonia for an informal reunion 
dinner. 


range of prices. 


Leather Alternates in Men’s Lines 


In speaking of some of the goods that are being strongly 
represented in their Spring lines of stock shoes, Mr. Friedman 
of the Diamond Shoe Company said that they are featuring 
very strongly a number of shoes in their in-stock line, with 
fibre soles. 

The samples for the Fall season are now being lined up and 
the salesmen will go out in a few days. They are somewhat 
later than they anticipated in getting the line fully completed 
and are now awaiting some numbers. The Fall line will in- 


In Leather or Fabric 
White a Leader 


Spring tendencies epitomized in 
the lines of this 9-inch all white 
washable kid boot, with 2 1-8 covered 
Louis Heel, selected from line of 
Hallahan & Sons, Inc., Philadelphia. 

White is a big staple in leather or 
fabric, whether in all-white or com- 
and popular lasts and 
patterns available with either ma- 
terial assure correct style in a wide 


clude, among other things, a very good proportion of cloth-top 
shoes in the colored stocks, principally the browns, over ma- 
hogany and cordovan brown vamps. There are a great many 
of the Fall models being made up with fibre soles and they 
look for these materials to be a more important factor in their 
coming Fall season’s business than it has even been during 
the season that is just closed. 


Growth Demands Larger Quarters 


The business of the Max Kalter Mer- 
cantile Co., Inc., having grown too large 
for the old premises at 106 Grand Street, 
the Company has moved to larger sales- 
rooms at number 100-104 Grand Street. 


High Official to Address Merchants 


Hon. Marcus M. Marks, Borough Pres- 
ident of the Borough of Manhattan, will 
be the guest of honor at the banquet of 
the Retail Shoe Dealers’ Association of 
New York, to be held at Terrace Garden, 
Sunday evening, April 1, 1917. 

The last meeting of the Association 
took place at the building of Lazarus 
Fried & Sons, 120 Duane Street, New 
York City, on March 7. 


ROCHESTER 


The various factories in this market are 
busy designing Fall styles and manufac- 
turing stock shoes for the coming Spring. 

The Fall “trials” show a decided ten- 
dency toward a more general use of cloth 
in the various light shades. There is a 
mistaken idea that cloth is being used asa 
substitute for leather, because of the high 
prevailing price of leather, but this is not 
so. The fabric manufacturers have intro- 
duced many very attractive patterns and 
shades that have a strong style appeal and 
at a price that is within the reach of a 
greater number of women. 





Features in Coming Style 


Combinations and two-tone effects are 
plentiful in the lines and solid solors are running strong in 
the light shades. All black cloth boots in canvas make an 
unusually attractive style and these are being made up in 
9-inch heights. The proportion of leather is being cut down 
to a very marked degree and cloth is being used more than 
leather at present. 

The stock shoes for Spring and Summer are mostly combina- 
tion cloth and leather styles and practically no low cuts have 
been shown as yet. The latest styles to be added to the stock 
departments run 9 inches high and there seems to be a general 
opinion that the bulk of the demand this coming Summer will 
be for light gray and ivory canvas and white canvas boots with 
kid vamps in the same shades as the canvas. 


Interest in Details Manifest 


Low heels 10-8 to 14-8 are reappearing in the orders for 
immediate delivery and walking boots of coca brown calf with 
wing tips are running strong in the orders. There is no apparent 









































A Careful Woman 


cares not, if it rain or shine. 


She wears Essex Soles and 
knows that they protect her feet 
and are stylish. 


The Essex “Shed-Welt” sole is the 
leader of fine soles. It is easy, com- 
fortable, stylish, damp-proof and out- 
wears the best of leather. 


“Shed-Wet” soles are soles that you 
can guarantee. You can have them 
put on your shoes by simply specify- 
ing “Shed-Wet Soles.” Naturally, 
you will sell more shoes if they are 
shod with “Shed-Wet” — the best 
sole made. 


ESSEX RUBBER CO.,, 

















SESSEX-SOLES 


Certainly do TH if leather 
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Makers of “Shed-Wet”’ Soles 
TRENTON, N. J. 


Look for the trademark “Shed-Wet” on the shank of the sole 
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interest being displayed in sport oxfords, but this type of shoe 
is expected to be in demand later on when warm weather arrives. 
Some houses having shoes which were in the stock departments 
two seasons ago are selling them out fast, due largely to the 
rapid advance in leather and other materials. 


An Interesting Line for Young Ladies 


Williams, Hoyt & Co. have brought out a unique line of shoes 
particularly adapted to the young lady who wishes to wear the 
style favored by her mother. Special lasts have been designed 
to meet the requirements of this age between girlhood and 
womanhood and still not make too radical change in the fitting 
qualities. The idea has appealed to many merchants who 
have realized that little attention had been paid to the period 
between where the child left off and the young woman began. 

Utz & Dunn Co. are again announcing their 21-day schedule 
which is now in effect. This plan of co-operating with the 
merchant will undoubtedly be repeated at various times of the 
year when factory conditions permit. E. H. Cowles, who is in 
charge of the stock and advertising departments, reports that 
many merchants are taking advantage of the service particu- 
larly at this time in order to secure certain overlooked novelties 
in time for Easter business. Many orders are coming in now for 
an all silver-gray kid 8-inch lace boot with ivory welt sole. 


Women Paying Prices 


H. F. Wiesehahn of J. Vivian, Jr., Co. of Laurium, Mich., 
stopped off in the Rochester market on his way to New York 
City and placed orders for women’s shoes. Mr. Wiesehahn 
reports that women are insisting on style and are paying the 
advance prices willingly. 


S. A. Baker with Leach Shoe Co. 


Sanford A. Baker has become associated with the Leach 
Shoe Company as superintendent of the manufacturing depart- 
ment, and will make further improvements in the quality of 
the Leach line. They have been known as manufacturers of 
comfort shoes for several years. 


PHILADELPHIA 


The Week’s Review 


The people of the retail trade are preparing for Easter, the 
dress event of the year. Of course such sales as are made now 
are in the way of high shoes almost entirely, except for the 
patent leather pumps that are obviously being bought for the 
purpose of wearing with spats. The retail sales of the over- 
gaiters continue active and for the most part those called for 
are of the better grades. The white, champagne, fawn and 
grays, both light and dark, lead in this demand. 

While the retail trade feels certain that there will be a strong 
fashion demand for cloth in the coming Fall season, a consider- 
able quantity of cloth tops, particularly in the lighter shades, 
chamois and silver gray, have been bought for the present 
Spring season’s selling. The fact that they offer considerable 
price advantages as well as a great deal of attractiveness in 
appearance makes it very probable that they will find a ready 
sale, and there ‘has been a very good showing of business in 
these shoes even this early in the season. 


Late Spring Styles 


William H. Duling of Laird Schober & Company left last 
week for a pleasure trip to southern California and will be gone 
for about six weeks. On his way out he will make stops at 
Cincinnati and St. Louis and will probably call upon some of 
his friends in the trade there. 

Business is active and a number of merchants are coming in 
to buy the later Spring novelties. Ooze and buck tops in light 
and dark gray to match kid vamps of the same shade and for 


“THE GREAT NATIONAL SHOE WEEKLY” 61 


use over patent colt and gun metal and black glazed kid seem 
to be favored by these later buyers, and it is perhaps an indi- 
cation of certain style tendencies, button as well as the lace 
shoes are being ordered. A call comes for colored tops on shoes 
made upon a low heel and long forepart last. These are usually 
wanted with wing tips and sand buck over Russia being the 
usual combination, although these shoes are also being called 
for to some extent in black. There is a big duplicate demand 
already appearing for all white kid high cut boots and for the 
low heeled all Russia as well. A great many whole foxed slippers, 
in patent and domino calf and tan are also being ordered. These 
are obviously for wear with spats. It seems that in evening 
slippers the tendency is very strong towards silver cloth of the 
non-tarnishing sort, in fact, this material leads all others for 
this purpose. The slippers are supplied plain and are either 
worn without ornament or with some ornaments that may be 
supplied by the retail dealers themselves. 


Present Business Conditions 


According to one of the people of W. T. Holmes Co., stock 
numbers for the Spring season are pretty well sold up. Just now 
the matter of most interest from the sales point of view is the 
Spring season’s novelties. Gray and ivory vamps are being 
called for very extensively and almost entirely with cloth tops 
of matching shade. All their white boots in nubuck and kid 
are also selling very well. It is an opinion, that button models 
will be a stronger factor in the coming Fall business in novelties 
quite as well asin staples. The house is now lining up its samples 
for the Fall season and a number of these are already in, but 
none have been shown as yet to their trade. It is quite probable 
however, that prices will show considerable advances over 
those of last Fall. 

Busy on Stock Goods 


The factory of Hallahan & Sons is being very well occupied 
with the work of getting out goods for the Easter business and 
in preparing their lines of stock goods for the Easter demand. 
The stock that was ready for March 10th has been sold up, it 
was stated at the factory, and it is the work on hand for the 
Easter season that is keeping them very busy now. 

They hope to have the Fall line completed by the middle of 
the present month. 


In the Findings Trade 


George T. Laing of the findings and supply house of Laing, 
Harrar & Chamberlin in discussing the conditions in the findings 
trade that with business active, it is difficult to get goods with- 
out paying a premium for them. Dressings, particularly white 
dressings, are in very great demand. The war risk increases 
shipping cost very materially not alone in this, but in all of the 
other lines that are brought in from abroad. 

Of the domestic goods the lace situation is perhaps the most 
unsatisfactory, and he finds that they have orders coming in 
from almost all over the country and that it is impossible to 
get a sufficient supply of goods to fill these even at the present 
high prices. They are buying their supplies in laces and other 
lines for the Fall season, placing their orders far ahead so as to 
have some assurance of prompt delivery in time for their own 


CINCINNATI 


The local shoe industry was well represented by their travel- 
ing salesmen and representatives at the Toledo Convention 
this week, and some of the best displays of footwear were under 
the banner of some of the leading shoe manufacturers of this 
city. The samples for Fall and Winter retail selling prepared 
for the display, included some of the most attractive styles 
and patterns seen on the market so far this season. This leads 
to the prediction that this market will make a magnificent 
showing in volume of business during the selling season that 
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RACE of de- 

sign and 
beauty of materi- 
als are _ happily 
combined in 
C & R shoes. 


It is dollars to dealers 
and satisfaction to 
their customers from 
their sale. 

















Every sale by you 
will pay a good profit. 


There are immediate 
prospects for these 
shoes in your locality. 


Satisfy the wants of 
those who are seeking 
such stylish shoes as 
these, but do not 
know where to get 
them. 


Make C. & R. shoes 
advertise you. 


ss 
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CHESLEY & RUGG 


MEN’S AND WOMEN’S TURNED SLIPPERS 


ee BAVERNILS «Mes SEES 


Marbridge Bldg., 34th and Broadway 
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opens this month. From the Toledo Convention the traveling 
salesmen from the local factories will go to their territories 
during March, April and May. 


More ‘‘Shopping”’ in Prospect 


Shoe dealers were néver in a more shopping mood than they 
are this Spring. They are approaching the problem of covering 
their Fall and Winter needs with an open buying mind, seeking 
the best values at the lowest. market prices available. 


A Trend to Conservatism 


The firmness of the leather prices, in fact, all footwear ma- 
terials, precludes an advantage of buying to one manufacturer 
over another. The shoe merchant is convinced that there is a 
legitimate reason for the manufacturers’ increase in wholesale 
prices and that these prices will have to be paid. There is a 
tendency, however, on his part to be conservative to a marked 


extent on his advance orders; this is meant to apply to the - 


average shoe dealer. There are a limited number of the very 
large buyers among the shoe merchants who because of their 
greater buying power and financial resources, are liberal in 
their placing of advance orders and are not hesitating to place 
the bulk of their business for next Fall and Winter with manu- 
facturers who are in position to accept same now, make the 
shoes up and deliver them as fast as made. 


Big and Small—Business for All 


This gives the larger manufacturer who in past seasons filled 
in his between-season period by making up stock shoes, an 
opportunity to eliminate the uncertainty attached to the sale 
of stock shoes for the certainty of these large purchases from 
the big buyers. It opens up for the smaller manufacturer the 
opportunity of making stock shoes for the fill-in needs of shoe 
dealers during the Spring and Summer season. In this connec- 
tion, the shoe dealers claim that they are not overbought for 
Spring and Summer requirements, and that they will be in the 
market during June and July with duplicate orders. 


ST. LOUIS 


New Season’s Styles Anticipated 


So far as colors and styles go a survey of the situation among 
the retailers and the wholesalers as well seems to demonstrate 
that the call during the new season will be first for white, second 
for ivory and third for light gray in the boot lines, kid being 
the wanted material, while black kid will get the call for the 
so-called staple types of high footwear. In low footwear the 
pump is named first, with everything else distanced, according 
to present impressions, though, of course, this does not have 
any relation to the feeling as to sports footwear in which white 
and colors in combination are conceded to control. 


Conservative Buying Noted 


The reports from the manufacturers as to business volume 
indicate that the comment made in this correspondence last 
week is being still further borne out. The business, so far as 
numbers of pairs is concerned, is showing a conservative tend- 
ency on the part of retail merchants, although the aggregate in 
dollars and cents is still showing increases over the same period 
a year ago. Part of this is due to the peculiar conditions pre- 
vailing in the market and part to the fact that consuming power 
is being tested severely by the advances in price. 

Factories are operating at capacity, although the labor supply 
is somewhat of a problem in many plants, with a little labor 
trouble at one or two points, which, however, it is expected will 


be adjusted shortly as evidence is appearing of a disposition to 


get together. 
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R. W. Harvey with Jas. Clark Co. 


The advertising and sales departments of the James Clark 
Leather Company have been taken in charge by R. Winston 
Harvey, who succeeds Frank Simpson. Mr. Harvey has here- 
tofore been located in Lynchburg, Va., with the Craddock-Terry 
Company where he was also sales and advertising manager. 
During his residence in Lynchburg Mr. Harvey was active in 
public affairs, expecially those having a bearing on his own 
profession. He was president of the Lynchburg Advertising 
Club for three years and was also organizer and first president 
of the Associated Advertising Clubs of Virginia. He was also 
an instructor in the advertising course of the Y.M.C.A. School 
of Salesmanship at Lynchburg. 


Mitchell Shoe Co. Moves 


The Mitchell Shoe Company, which has been located at 
420 North Sixth Street, will remove shortly to 714 Washington 
Avenue where it will occupy the first floor and the basement 
with a newly fitted shoe store of the latest type. The removal 
is a part of a plan to make of the building, which has several 
stories, a retail specialty building with stores on all floors carry- 
ing practically every line of merchandise in the ready-to-wear 
divisions. 

A New Jobbing House 

The Eastern Shoe Jobbers of St. Louis is the name of a new 
corporation formed to transact a shoe jobbing business in 
St. Louis. The stockholders are Isidore Mathes, Albert Gamm 
and Louis B. Shurr. It will confine itself to popular-priced 
specialties for immediate shipment. 


H. M. Swope Due from South 


Horace M. Swope, secretary of the new Missouri Shoe Re- 
tailers’ Association, and also active in the management of the 
Swope shoe store at Tenth and Olive Streets, is expected back 
shortly from a southern trip which he has been taking for rest 
and recreation. 

R., J. & R. Extend Service 


Two new branch offices have been opened by the Roberts, 
Jchnson & Rand division of the International Shoe Company. 
One is in Chicago with H. M. Brannon in charge at 406 Lees 
Building, where salesrooms and sample rooms will be main- 
tained. The other is at Detroit with J. C. Huff in charge, aided 
by a number of assistants. This office is at 233 Euclid Avenue 
and will cover the city and near-by trade. The Chicago office 
will look after Chicago, Milwaukee and the larger towns of the 
surrounding territory. Mr. Brannon will have Samuel Tanzer 
and five assistants to look after the trade. 


**Pure Shoes’? Lost in Shuffle 


Reports from Jefferson City indicate that the ‘‘Pure Shoe” 
bill which has been pending in the legislature will probably fail 
of passage, due to the crowded condition of the calendars of 
both houses which will have about all they can do to take care 
of the absolutely necessary legislation. The legislature’s term 
is near its limit and it can only stay in session after that limit 
by accepting, under the constitution, a much reduced per diem. 
When money ceases to talk, legislators often begin to think of 
home and quit their job of: ‘‘saving”’ the commonwealth. 


CHICAGO 


At the J. P. Smith shoe factory, all the salesmen are in now 
and are only waiting for the day upon which they may leave. 
Mr. Steer says that he thinks the boys will not start before 
April lst. He, himself, left Monday night for the Iowa conven- 
tion, where he expected to greet a very enthusiastic body of 
shoe men. 
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Men’s cherry calf bal, imita- 
tion wing tip, on the popular 
Marbridge last, carrying a 
low broad heel, single sole. 
An up-to-date city type. 


The four new lasts in the 
fall line, as well as the 
other samples, are now in 
the hands of the traveling 
salesmen who are out on 
the road--the same reliable 
men with the same reliable 
styles. 


The Dalton Company, Inc. 


Makers of Honest Value Shoes 


BROCKTON, MASS. 


BOSTON NEW YORK CHICAGO 
183 Essex St., R. 405 651 Marbridge Bldg. 1415 Great Northern Bldg. 
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Kempner in Market 


M. J. Kempner of Ike Kempner & Bros., Little Rock, Ark. 
has been in the Chicago market this past week, looking over the 
many new styles shown, for his Spring trade. 


Personal Notes 


Dr. Schran of the Scholl Mfg. Co. has been confined to his home 
this past week, because of ill health. 

Reuben Metz of Metz Shoe Co. is spending the month of 
March in Mt. Clemens, Mich., recuperating from illness during 
the Winter. 

Stadeker Covering Crandall Trade 


On account of the illness of Walter Crandall, and his conse- 
quent inability to visit his trade the coming season, Ralph 
Stadeker has volunteered to call on the Kentucky and Ten- 
nessee customers of E. P. Reed & Co. of Rochester, N. Y., in 


Mr. Crandall’s behalf. 


A Study of Conditions 


C. D. McLaughlin, sales manager of Cotter Shoe Co., has 
returned from a trip among big cities of the West, and has 
completed a survey of shoe-trade conditions,. which are sum- 
marized for readers of the ‘‘Recorder’’ substantially as follows: 

“Retail trade has slowed up. The limit on high-price footwear 
for the masses has been reached. While wealthy people will 
continue to foster artistic footwear, regardless of the price, yet 
the great middle class of women will seek shoes at lower prices. 
For example, a noted firm in the retail trade is this year adver- 
tising shoes at $4, $5 and $6 a pair, where last Fall it was adver- 
tising and selling shoes at $8, $10 and $12 a pair.” 

Sales of women’s shoes last year were made at the swiftest 
pace ever known in shoe merchandising, and prices rose to record 
high levels. Women were as eager to get millinery boots at 
$10 a pair and up, as baseball fans are eager to get tickets to 
the championship series. 

To grade down shoes to lower prices is a task even more 
difficult than was the grading up of shoes. Women have become 
used to fine-appearing footwear, and they look for as much 
refinement in $5 shoes as they see in $10 shoes. 


Acceptance of Fabric and Fibre 


Wholesalers are willing to accept the advent of fabric and 
fibre in shoes. One house has already placed an order for 
10,000 pairs of black fabric top boots for Fall. The vamps will 
be of patent, or dull kid leather. Another has placed an order 
for Fall boots, 60 per cent of which are to have fabric tops. 

The manufacture and sale of fabric-top boots will enable 
shoe men to meet the new situations that are coming about in 
the shoe trade. The keynote of this situation is shoes to retail 
at $5 a pair. Everywhere shoe merchants are asking for shoes 
of this grade. 

The sales of these fabric shoes are likely to open the way for 
sales of fabric top boots in the Fall, of black, white, gray and 
other colors. 

Fifty Cents for Returned Shoes 

T. J. Kiely. who plans to maintain capacity production of 
white buck shoes until July, tells this story: 

“We had a letter from a salesman telling us that a customer 
complained about white shoes we sent him a while ago. 

“We telegraphed the salesman to offer that customer 50 
cents a pair more for those white shoes than he paid for them. 
The salesman did so. But our customer would not give up the 
shoes. He said he could sell them at a larger profit.” 


Eighty Per Cent Fabric Tops 


Allen, Foster, Bridgeo Co. are making 3,600 pairs of shoes 
daily. Since the first of the year, they have picked up business 
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like a 12-cylinder engine. Frederic Allen, manager of the fac- 
tory, says it never was running smoother. 

Mr. Allen also adds this has been a great season for fabric- 
top boots, and that 80 per cent of the output of the factory 
has been made up of boots with leather vamps and fabric tops. 
The colors have been of white, gray, brown and black. 

Mr. Allen also adds that A. F. & B. boots were eight inches 
high to January 1, nine inches inches since January 1, and that 
he expects that ten and eleven-inch boots will appear. 


Short Supplies of Skins 


Supplies of sheep, kid and India kid skins are running low in 
North Shore tanneries, because of the interruptions in ocean 
shipping. Salem Chamber of Commerce has opened direct 
correspondence with United States consuls in India, in order 
to obtain from them information about supplies of skins in 
India. 

Singularly, calfskins are more plentiful than last year. It 
seems that enterprising brokers found new supplies of calfskins, 
in neutral countries of the world, when supplies from European 
countries were cut off by the war. 


Little Trimmings of the North Shore 


Donn D. Sargent Shoe Co. are going to capacity of all white 
shoes, both soles and uppers, and will so keep running to July 1. 

Lynn Association of Superintendents and Foremen has been 
formed by the shoe manufacturing experts of Lynn, for the 
purpose of promoting the art of shoemaking in Lynn. 

The Lynn Independent Shoe Trade School will open next 
September with an enrolment of 60 students. 

Marblehead Board of Trade has appointed a special com- 
mittee to erecet a shoe shop in that town. 

The upper leather expert of a Lynn shop gets a bonus of $250 
every season that the cutting room makes a good showing. 

Motor trucks haul eight tons of skins from Boston docks to 
Peabody factories, saving the use of freight cars. 


BROCKTON 


Orders Should be Placed Early 


With high prices, also with high courage, salesmen repre- 
senting Brockton shoe manufacturing concerns are now prac- 
tically all on the road with the Fall samples. They have the 
conviction that notwithstanding price conditions they will sell 
shoes in goodly volume. Here is the substance of the’ talk which 
these Brockton salesmen will make to their trade: 


Plain Business Talk 


“Place your orders early if you would obtain your Fall lines 
at present prices. If these look high to you today, how much 
higher will they look when our present stock of leather is ex- 
hausted? Say we have on hand sufficient leather to make 
200,000 pairs of shoes. Ours is a big factory and we are having 
a big demand for our goods. When the leather we have bought 
and paid for is used we will have to go into the market and buy 
at prices which represent an increase of 50 per cent or more. 
So, if present prices look high, future prices will make our 
present quotations look dirt cheap. Be wise and place your 
Fall orders early for Brockton shoes.” 


City Lasts a Feature 


Four new lasts are shown in the Fall line of men’s shoes 
made by The Dalton Company, Inc. These are: Huron, a 
medium round toe, carrying regular heel; Winton, a city type; 
Winchester, a narrow toe; and Campus, a broad toe, city type. 
The-three last named carry 8-8 broad heels. Among the 150 
samples are new leather tops, embodying two-tone effects: 
also cloth tops of various shades to match vamps; as well as 
attractive buck tops.. The various shades of tan are well repre- 
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“I see now why they 
named this shoe Just 
Wright, just right well 
"eon: s Ht.” 


THE. man seeing these shoes 
in your store will feel the 


impulse to. buy irresistibly 
strong. 













































































Plenty of sizes on hand in all styles 
assuring immediate attention to your 
order. 


Please state whether shoes are wanted 
stamped “Just Wright” or without brand. 


Price List 


Stock No. 
B171—Gun penal wate Bal, Mazda 
Las . $4.50 


B172—Cocoa uae ‘Side Bal, " Manda 
Last. 4.50 


B173—Gun Metal Side Bal, ’ Piedmont 
Last, Neolin Sole........... 4.25 


B174—-Cocoa Brown Side Bal, Pied- 
mont Last, Neolin Sole..... 4.25 


B201—Gun a Side, Oxford, Myopia 
Last, Neolin Sole........... 4. 


B202—Cocoa pr Side Oxford, Myo- 
pia Last, Neolin Sole....... 4.00 


meeting Brown Calf Bal, Myopia 
B117—Gun Metal’ “Calf ‘Bal, Myopia — 


MU. isn <acobdcesnenbsanetenan. 
Bl16—Mahogany Russia Calf Bal, 

ee SO ere 5.50 
B137—Gun Metal Calf Bal, Cust. Arch 

Pe iaekeathnccvinep eects 5.50 


B145—Black Kid Blucher, Wide Arch 
i conndecscnccsccsces 5. 


B149—Black Kid Blucher, Hobo Last, 
so co cccesntces 5. 


B147—Black — Blucher, Cornacure 
Las 5.00 





B151— ei Kid Dancing Tie, ‘Pump 
Last 4.00 . 
No. B171 


Send for Catalogue B 


E. T. WRIGHT & CO., Ine. 


ROCKLAND, MASS. 
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sented. Prominent among these are cherry tan and mahogany 
tan. Several attractive samples have patent colt vamps and 
gray cloth tops, varied by patent colt with gray buck topping. 


Perforations and Wing Tips 


President H. P. Dalton of this concern is of the opinion that 
the coming season will see a greater demand for patents than 
for several years past, owing to the fact that in many attractive 
combinations these shoes are being taken up by the city trade. 
Black calf and kid, as well as boarded tan calf, are featured in 
the line. A Dalton shoe worthy of especial mention is a brown 
cordovan varsity bal, on the Regent last, combining style and 
substantiality. Patterns include quite a few perforations and 
wing tips. Careful attention has been paid to the many small 
details which combine to produce fine shoemaking. These, with 
solid construction of soles and uppers, give the effect of a high 
class product such as is associated with Made-in-Brockton 
footwear. 

Dalton Salesmen Out 


The following traveling force, representing The Dalton 
Company, Inc., is now out with Fall samples of the Dalton line 
of men’s fine footwear. F. H. Foss, Pennsylvania and West 
Virginia; H. K. Dunn, Iowa and Illinois; G. S. Dyer, New 
York State, New York City and northern New Jersey, H. M. 
Hamilton, part of Pennsylvania and the South; C. P. Herrmann, 
from Denver, West; W. K. Hopler, South Atlantic states; G. 
J. Lovely, New England; G. W. Manson, Oklahoma, Kansas, 
Missouri and Arkansas; E. B. Slocum, Chicago, Wisconsin and 
Michigan; J. A. Warrender, Ohio and Indiana. 


New Lasts in Marshall Line 


Four lasts have been added to the C. S. Marshall Company’s 
line of men’s fine shoes for the coming season. U-Said-It, a nar- 
row recede; One Better, a medium high toe carrying a 9-8 heel; 
Preferred, a straight last with a medium narrow toe; Every- 
day, a recede toe combination, Snug Fit, a staple combination 
last. There are about 160 styles in the Marshall line this season, 
including a special showing of young men’s lasts and patterns 
from extreme effects to staple kid shoes. The same capable 
corps of salesmen will represent the concern this season as last, 
the only change being that an additional amount of John B. 
Finn’s middle western territory will be covered by H. ‘A. Martin, 
in order to enable Mr. Finn to devote more time to calling on the 
large city trade. 


Death of Former Shoe Manufacturer 


Francis E. White, for many years a Brockton shoe manu- 
facturer, died at his home in Boston, March 3, after a brief 
illness of pneumonia. He was in his 80th year. Mr. White, 
who was a direct descendant of the Mayflower Pilgrims, was 
born in South Weymouth, Mass. He entered business life at 
an early age and on the breaking out of the Civil War enlisted 
and served with distinction. He was one of seven brothers who 
served their country in this war. 


Long Identified With Brockton Shoemaking 


Mr. White came to Brockton, (then North Bridgewater) in 
1866, soon becoming a partner in the shoe dressing firm of C. L. 
Hauthaway & Company. Later he began selling shoes for 
Daniel S. Howard & Co. of this place and in 1876 was admitted 
as partner in that business. In 1880 he began manufacturing 
shoes under the name of F. E. White & Company. The business 
grew until it was employing 800 hands and doing an annual 


business of some $600,000. In 1902, The White-Dunham Shoe 


Company was incorporated of which Mr. White was treasurer. 
The firm discontinued business in 1906. Mr. White was twice 
married. He leaves a widow and one son. After Mr. White’s 
retirement from shoe manufacturing, he devoted himself largely 
to real estate interests in Brockton, being an extensive owner of 
business properties. The funeral, which was held in this city, 
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was attended by many of Mr. White’s former business associates 
and personal friends. 
Visitors from Ohio 


John J. Baird, of A. E. Pitts Shoe House, Columbus, Ohio, 
was a recent visitor in Brockton. The concern with which he is 
associated is one of the best known in Ohio and is a liberal 
buyer of made-in-Brockton footwear. 


HAVERHILL 


Out with Retail Trade Samples 


The many Haverhill shoe manufacturing concerns which sell 
direct to the retail trade are now sending their representatives 
out through the various sections of the country with Fall samples. 
These include both men’s and women’s lines, the latter, however, 
largely predominating. Haverhill-made footwear, which goes 
to the retail trade, now represents not only the most up-to-date 
styles but the best quality of materials and workmanship ever 
put in local made footwear. Retail merchants who see the 
samples which have been brought out by Haverhill concerns 
will inspect styles which represent the best brains and ability of 
Haverhill shoe men. 


Difficulties of Leather Supply 


Every manufacturer has his troubles these days in getting 
a sufficient amount of colored leathers to supply his needs. 
All, however, have an alibi in the delayed deliveries by leather 
dealers. The tanners are fairly swamped with the demands 
made upon them for the delicate shades of stock used in women’s 
boots and pumps the country over. Moderate priced boots 
and slippers suffer most from this leather shortage, for unless a 
footwear manufacturer is willing to pay the tip-top price for 
leather, it’s likely to go to someone else who will. Thus com- 
petition among boot and slipper manufacturers for leather is 
as active as their competing efforts in selling the wholesale or 
retail trade and that’s going some. Paying from 75 cents to 
$1.25 a foot for kid stock is not given a second thought these 
days. The only question is, ‘‘How soon can we get the leather?” 


Black and White Combinations 


Haverhill shoe manufacturers identified with the production 
of women’s footwear are right on their toes these days as regards 
the designing of new patterns. It is a case of jump and run in 
this regard in order to “‘beat the other fellow to it” as the saying 
is. “In these days of rapid style changes,” said a manufacturer, 
“any fancy boot over thirty days old is practically a dead one.” 
Although this may be an extreme statement, nevertheless, it 
gives a pretty good idea of conditions generally. Thousands of 
pairs of light colored footwear, in all shades and combinations, 
are being turned out of Haverhill factories daily. The craze 
for light colored boots has spread far and wide. Haverhill is 
one of the chief promoters and producers of these goods. And, 
by the way, word comes from the city trade that black and 
white is all right; that if it ever went out, it’s coming back strong, 
and that white top boots with black vamps will be all the rage 
for some time to come. 


a 


Delivering for Easter Trade 


Factories in this city that sell the retail trade are using their 
best facilities for producing goods wanted for the Easter trade. 
Easter Saturday, coming April 7, now looms large on the trade 
horizon and gives manufacturers some anxious moments as 
regards their promised deliveries. As one manufacturer puts it: 
“At other seasons of the year our customers are not so insistent 
on exact dates of delivery as at the Easter period. This latter isa 
barrier which we can’t surmount. Most of our customers are 


‘writing, witing, or telephoning this month demanding that their 


goods be in their stores at least a week before Easter and earlier 
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than that if possible. With practically all our trade clamoring 
for deliveries and freight facilities none too good, it looks like a 
cinch for the express companies and Uncle Sam’s parcel post 
department during the next two or three weeks.” 


Attending the Toledo Style Show 


Hon. Jim Stevens, representing Hazen B. Goodrich & Co., is 
this week attending the Interstate Shoe Style Fair at Toledo, 
Ohio. He has a complete line of women’s boots and slippers 
made by the Goodrich Company, as well as men’s slippers in 
plain and fancy patterns. 


Business from Wholesalers 


Salesmen representing Haverhill shoe manufacturing concerns, 
which sell to the wholesale trade, have been during the past 
few weeks making strenuous efforts to secure orders. Several of 
these traveling men who have recently returned from their 
trips to the cities of the West and South report that whole- 
salers are not in a purchasing mood and that their visits to the 
trade have not been productive of a large volume of immediate 
or future business. They add that there seems to be a disposition 
on the part of jobbers to await future developments in the 
market before placing any extensive business for the coming 
season. Later, when buyers visit Boston, it is believed they 
will be in a more responsive frame of mind than at the present 
time. Meanwhile, all the factories here which sell the whole- 
sale trade, are working on new styles with which to interest the 


~~ BOSTON 


Coming Boston Events 


March 12—Boston Retail Shoe Salesmen’s Association, 
Hayward Assembly Rooms, regular monthly meeting. 
Educational series continued, with Charles T. Cahill of 
the United Shoe Machinery Co. as speaker, on the Good- 
year Welt Process in the third section of shoe construction 
course. 

March 13—Massachusetts Retail Shoe Merchants’ 
Association, Boston City Club. Monthly dinner, trade 
discussion, and important resolutions to be considered 








N interior unusual 
A in arrangement is 
that of M. Rich & 
Sons, Atlanta, Ga., as will 
be seen by examination of 
the features in the reproduc- 
tion of the shoe department. 
When customers 
must wait during the busy 
hours they still get atten- 
tion, and the adequate pro- 
vision to keep them inter- 
ested, as seen in the “read- 
ing room” feature, tends to 
reduce “walk - outs’ to a 
minimum. 
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relative to the rubber situation and consumer sales by 
shoe manufacturers. 

March 14—Boston Shoe Associates, Hotel Somerset. 
Annual dinner 7 P.M. Reception 6.30 P.M. Notify 
Robert Mills, Secretary, 60 South Street, Boston. 


Shoe Trades’ Club Organized 


A gathering of about a hundred at the rooms of the New 
England Shoe and Leather Association acted favorably on a 
movement to establish in Boston a downtown club for the 
shoe and leather and allied industries, and elected the following, 
subject to acceptance, as a temporary organization: 

President, Elisha Cobb; Ist vice-president, Frank Maxwell; 
2d vice-president, Syd Curry; 3d vice-president, J. H. Stone; 
secretary, A. L. Evans; treasurer, I. W. Gammons; directors: 
Jas. McGarry, representing leather and hides; Walter I. Perry, 
representing shoe manufacturers; Al Rosenbush, representing 
the wholesale trade; C. T. Cahill, representing shoe machinery; 
Frank H. Gage, representing shoe findings, and H. H. Goller, 
representing the traveling salesmen. 

This board is to meet as soon as possible to draft a constitution 
and by-laws and to report to a subsequent general meeting. 

The prime object of the idea is to provide a headquarters 
where representatives of all branches can come together on 
common ground, and with the expansion of the Club’s activities 
restaurant service and other facilities will doubtless be added. 

Present. plans call for ultimate incorporation of the Club, 
the entrance fee for which will be $10.00 per member, with 
annual dues of $10.00. 


Edwin Clapp Head in Texas 


The visit to Fort Worth, Texas, of Alfred Lincoln, president 
of the Edwin Clapp Co., South Weymouth, Mass., shoe manu- 
facturers, was an event of considerable local interest. Mr. 
Lincoln was the guest of Leon Gross, president of Washer 
Bros. and was tendered a luncheon at the River Press Country 
Club. Accompanying Mr. Lincoln were Mrs. Lincoln and her 
mother, Mrs. Edwin Clapp; Mrs. M. L. Thayer of Hingham, 
Mass., and Mr. and Mrs. Geo. A. Volk, and Mr. and Mrs. 
Leonard W. Volk, of Dallas, Texas. It was Mr. Lincoln’s first 
visit to Fort Worth in seven years. 
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THE NEW FACTORY OF NATHAN D. DODGE SHOE COMPANY 
NEWBURYPORT, MASS. 


SPECIAL ANNOUNCEMENT 


@ We are now located in our new mill- 
constructed factory building which is with- 
out question the finest turned slipper plant 
in the United States. Our present equip- 
ment and improved facilities will enable us 
to increase our production at least 200%. 
We have already increased it 100% since 


December. 


@ Our salesmen will soon be out with the 
fanciest line of novelty slippers for Fall and 
Winter we have ever shown. Beautiful, 
exclusive and artistic designs, including fab- 
ric and beaded slippers. It will be much 
to your advantage to see our line before 
purchasing. They are really in a class of 
their own. 


NATHAN D. DODGE SHOE COMPANY 


Newburyport, Mass. 


Boston Office, 183 Essex Street 
MAKERS OF 
. “THE CORRECT DODGE FOR ALL OCCASIONS” 
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Market Tendencies Reviewed 


The conclusions to be drawn from the fact that orders for 
leather placed in the Boston market by shoe manufacturers 
amount to only about 40 per cent in volume of the orders placed 
at this time a year ago are that speaking generally the factories 
are supplied with sufficient raw materials to cover current 
needs and that with a growing recognition of the availability 
of other materials they are keeping out of the market as much 
as is humanly possible. There are those who believe that only 
the placing of America on a war footing will increase leather 
prices further, and many think that a combination of a slacken- 
ing demand and the effects of the recent British embargo will 
place them in a better position to buy when they are ready 
again to enter the market in a large way. 

There is very little if any large buying in the retail trade 
and there is as yet no notable showing of Spring novelties. 
Just now the trade’s interest is less in the immediate season 
than in the prospect for Fall and Winter, and there is some 
anxiety on the score of prices for many merchants feel that a 
further increase in the costs may react unfavorably to them. 


Ten New Styles in Stock 


There has been an element of interest in the trade recently 
in the factory affairs of the Fisk Shoe & Leather Co., and it is 
now understood that the company has relegated the “‘old stock”’ 
to the dump and will offer the trade this Spring and Summer a 
big assortment of new goods. It has been some task to accom- 
plish this result as anyone knows who has seen a shoe factory 
clear the boards for new lines and ideas. The new factories 
recently added indicate the ratio of this firm’s increasing busi- 
ness, and the attitude of the management portends an expan- 
sion in the producing and distributing branches which a few 
years ago would have been regarded as extraordinary. The 
Boston and Chicago stock departments are preparing to begin 
shipments April Ist of forty in-stock styles. 


Death of Charles C. Clapp 


Charles C. Clapp, who conducted a retail shoe store in Newton- 
ville for more than 30 years, died March 2d at the Newton 
Hospital. He was 70 years old. He was born in Stoughton, 
and came to Newtonville as a young man. He established 
himself at 279 Walnut Street, and occupied the premises during 
the whole period of his business career. He was active until a 
short time before his death. A son and a daughter survive. 


Delegation at Funeral 


At the funeral of the late Colonel William Barbour, President 
of The Linen Thread Company, and Vice-President and Director 
of the United Shoe Machinery Corporation, held at the Central 
Presbyterian Church, Madison Avenue, New York City, on 
Sunday, March 4, the New England Shoe and Leather Asso- 
ciation was officially represented by Mr. Edwin P. Brown, 
General Manager of the United Shoe Machinery Corporation, 
and Mr. Ross and Mr. Lincoln Righter of the Linen Thread 
Company. 

The United Shoe Machinery Corporation was represented by 
several of its officials including Vice-President Edwin P. Hurd, 
Mr. E. D. Cox and Mr. Sidney W. Winslow, Jr. 


Program of Kansas Convention 


Following is the schedule for the big gathering of 
shoe merchants at Topeka, March 13-15. 

A supplementary feature will be displayed by manu- 
facturers and jobbers, and thirty-five display booths 
had been contracted for up to March Ist. 
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TUESDAY EVENING, MARCH 13TH, 8.00 P.M. 
Special Entertainment by Akepot Stere-Boos 


WEDNESDAY, MARCH 14TH, 10 A.M. 


Calling to order by President Fischer. 

Greeting to the Convention extended by Hon. J. E. House, 
Mayor of Topeka. 

Reports of President, Secretary and Treasurer. 

Report of Legislative Committee, Wm. Brelsford, Chairman. 

Appointment of Committees, and regular business. 

Appointment of Nominating Committee. 

Presentation of Resolutions by Members. 


AFTERNOON SESSION 


Wednesday, March 14th, 1 P.M. to 2 P.M. 


Inspection of Lines. 
2 P.M. 


Address, A. F. Sloane, Field Sec’y National Ass’n of Oxford, O. 
Golden Nuggets of the National Convention, 
Wm. Brelsford, Topeka 
(20 Minute Talk) 
Supplementary Five Minute Talks by: 
A. W. Nelson, Kansas City, Kan. 
Dean Orr, Winfield, Kan. 
W. G. Frazer, with Budkly D. G. Co., Salina, Kan. 
How to Develop Good Sales People, 
Otto Burhmann, Chicago, III. 
Momed Tame Tae. 2. 6. cssde ss .ss Granville Sallee, Chairman 
Inspection of Lines on Display 
Adjournment. 
Wednesday Evening, March 14th, 8 P.M. 
Smoker. 
Vaudeville Entertainment Convention Hall. 
Style Show. 
THURSDAY, MARCH 15TH, 8.30 TO 10 A.M. 
Inspection of lines. 
10 O’Clock A.M. 


How to Use Your Bank......... Otto Burhmann, Chicago, III. 
The Importance of Better Store Accounting, Harold G. Ingham 
Lawrence, Kan. 

Relations as they Exist and Should Exist Between Salesman and 

AMOI... «:c:9:si0n sae J. Crockett Dingle, Kansas City, Mo. 
Adjournment for Lunch. 


AFTERNOON SESSION 
Thursday, March 15th, at 2 P.M. 

The Leather Situation.................. R. E. Smith, Chicago 
Address presented by W. A. Kirkpatrick, J, P. Smith 
Shoe Co., Chicago, Ill. 

Facts Behind Successful Retailing, H. D. Harper, University of 
Kansas, Professor of Accounting and Management of 
Crockett-Couchman & Co., Certified Public 
Accountants 


Five Minute Talks 
Lathes Bho BeAes : «bs ioic co dosinassGal goes Earl Buck, St. Louis 
Men’s and Boys’ Heavy Shoes........... Ralph D. Hammond 
President of the Central Ass’n Traveling Shoe Salesmen, 
Kansas City, Mo. 
Upper Leather Situation, by J. H. Stone, Boston, presented by 
J. Finley Clayton, Kansas City, Mo. 
Report of Nominating Committee. ; 
Election of Officers. 
Report of Resolution Committee. 
WRONG TORO TOM. 6 oss cscs oben Granville Sallee, Chairman 
Inspection of Lines. 
Thursday Evening, March 15th, 7 P.M. 


BANQUET 
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Here is the type of 
National Cash Register 
that will give you com- 
plete control over your 
business. 


It adds and classifies your sales—increases 
your profits and protects them. 


This has been proved for you. Shoe mer- 
chants the country. over have found it true. 
They have found it gives them facts regarding 
their sales and salespeople that they had never 
even guessed before. 


To give a separate record of sales in men’s, 
women’s, and children’s shoes, and of repairs, 
dressings, etc., is but a part of this register’s 
job. 


It provides an adequate check on returns, 
complaints, and exchanges, and at a glance 
gives you accurate totals of every transaction. 


Write us a letter telling your problems. 
We shall be glad to explain how our system 
will stop them. 


The National Cash Register Company 
Dayton, Ohio 
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Thompson’s Salesmen Are Out 


On Their Respective Territories 


WITH 
FALL AND WINTER 1917-18 SAMPLES 


A definite idea of the wonderful display of High-Grade Shoe- 
making so prominently developed in the New Season’s line, with 
the addition of Six New Lasts, New Patterns, and many new 
and distinctive Features, strictly in keeping with latest style 
tendencies, can only be satisfactorily furnished with an oppor- 
tunity of showing the complete line itself. The opportunity of 
inspecting is open to any “live,” “up-to-date” retail shoe merchant 
for the asking. 


AND FULL DETAILS OF THE 


Thompson Stock Department Lines 
FOR SPRING AND SUMMER, 1917 


Can be furnished by our men or obtained from our Stock De- 
partment catalog now ready for mailing, and a copy of which 
will be sent you upon request. 


For further, more explicit and illustrated information of the Ad- 
vance Season’s and Stock Department propositions see also our 
announcements from week to week in the “‘Recorder”’ pages. 


HOMPSON BROS. IN 


MEN’S FINE SHOEMAKERS * 
en oe 


NEW YORK BOSTON CHICAGO 
401A Flatiron Building 207 Essex St. 35 Seuth Dearborn St., Room 406 


Address all Communications to Brockton (Campello) Mass. 
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FOR 
EASTER 





Fashion Tendencies and the sea- 
scn’s progress both make for the 
profit of the retail shoe merchant 
who has and displays the right 
sort of overgaiters. 


The JACOB line is perfect fitting 
—made of the proper materials 
and right in color selection. Be- 
sides our stock gives you sure-fire 


service. 
WHITE 
Champagne Pearl Gray Fawn 
Dark Gray Chamois . Ivory 


$9.00 to $30.00 per dozen 
If your jobber cannot supply, 
write us. 

IMMEDIATE DELIVERY 


H. Jacob & Sons 


Manufacturers of 
Leggings, Overgaiters and Barefoot Sandals 


519 East 72nd Street New York 
Norwalk, Conn. 








RECORDER 


Means Power 


It is a complete, scientific treatise on the anatomy, 
deformities, and treatment of the human foot. Whil 
scientific, thorough and authoritative, it is written so 
— that it can readily be understood by anyone. 

specially written to supply shoe men with a complete 
knowledge of the foot. 


This book answers every question that may arise in 
the shoe man’s daily work. It tells him how to diag- 
nose foot ailments and what to do for them. Teaches 
him how to give foot comfort to his customers and how 
to let them wear the stylish shoes they want to wear 
without suffering any discomfort. Makes it possible 
for him to gain the friendship of his customers by giv- 
ing them real Service. 


Nearly 400 pages, over 300 illustrations, many ana- 
tomical charts. Bound in cloth, size 63-8 by 9 1-4 
inches. Price, postpaid, $3.00. In Canada and abroad, 
$3.50. Descriptive circular sent free upon request. 


The Scholl Mfg. Co., 213 W. Schiller St., Chicago 


Branches in New York, Toronto, London 


























SHOE STORE 
FURNITURE 


To Match Your Fixtures On every piece. 





Fitting Stool 


' The cheapest on the 
market--will outwear 
4 of any $2.00 kind 

STRONG and 





STEADY 


ine $3.85 


THE C. F. STREIT MFG. COMPANY 
Write for Catalog 1047 Kenner St., CINCINNATI, O. 
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VAUGHAN’S IVORY SOLE LEATHER 


This soling is very light weighing and is the most comfortable leather made for street, dress, and 
sport shoes. Men’s, women’s and children’s footwear in which it is used is selling at sight in every 
one of the hundreds of shoe stores where it is shown. Write for samples. 


George C. Vaughan, Peabody, Mass. 





Reg. U. S. Pat. Off. 


Plenty of thefartistry of shoemaking, without any of the 
daintiness of the fop, is found in the CERTIFIED product. 
The style lines are bold, but refined—the workmanship 
thorough—just{the kind of a shoe that gentlemen select. 


**Spark”’ Last 


No. 453—Men’s Gun Metal Calf, Inch Heel, 13- 
Iron Oak Sole, Natural Sole Finish, Straight Tip, 
Small Perforations, Blind Eyelets, Wearproof 


Lining. 
“Trot”? Last 

No. 473—Men’s Welt cut from Velour Calf 
Vamp, Mat Top, 9-Iron Sole, 13 Edge, 1 1-4 inch 
Heel. ‘Made in Blucher, Bal and Button. 

“Creole” Last 
No. 460—Gun Metal Bal, Kangaroo Top, Duck 
Lining, 11-8 Inch Heel, Wax Bottom Finish. 
Sizes 5 to 10. Widths B, C and D. 

**My Pal’ Last 
No. 804—“‘My Pal” Last, Glazed Vici Kid Blu- 


cher, Duck Linin, , 11-8 Inch Heel. Sizes 5 to 
10%. Widths C, D and E. 


“My Pal’ ? 


Stonefield-Evans Shoe Co., Rockford, IIl., U.S.A. 
CHICAGO OFFICE, 706 Security Building 
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Process 

Patented 
Aug. 19, 

1913 





Patented Jan. 12, 1915 





BOX TOE 


Retailers !!! 


More than 250,000 pairs of shoes 
are made up daily with Vulco- 
Unit Box Toes. In quantity this 
represents the greatest testimonial 
of worth ever accorded any make 
of box toes. 





Its impregnability to moisture, 
its ability to retain the shape and 
style of the last, and its great 
durability has led to its adoption 
by the leading shoe manufacturers 
of the country. 


Take care of your customers by 
specifying ‘‘Vulco-Unit Box Toes” 
in all your orders to your shoe 
manufacturer. 





There is only one Vulco-Unit 
Box Toe. It is made by 


Beckwith Box Toe Co. 


108 Lincoln Street, Boston, Mass. 





3 bring the goods on 


¥ Every Milbradt has 
4 at top which is a 
3 rearranging and 


5 a Milbradt. 
i Prices $8 to $12 in oak 


March 10, 1917 





The Milbradt Roll- 
ing Step Ladder is 
made to fit all kinds 
of shelving. They 


the highest shelves 
within easy reach. 


an extra wide shelf 
great convenience in 


handling stock. Buy 





F.O.B. our factory 


} MILBRADT MFG. CO. 


ST. LOUIS, MO. 








SEND FOR CATALOGUE. USE COUPON. 














" Milbradt Mfg. Co. 
St. Louis, Mo. 
= Gentlemen:—Please send catalogue of your rolling step ladders and 


advise price of same finished in ( 
* Mention finish desired to match your fixtures. 


Is OUR duty 


Heeding Our Message 


is YOURS 


Our Duty is to 
Help You 


with HOME MANUFACTURE service 


The cost is nominal 
Send your problem along 
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Changes in Business ¢ +¢ + 


The Last Week’s Failures, Suspensions and Changes 


Failures 


Lowell, Mass.—Walker Shoe Store, shoes, reported petitioned into bankruptcy. 

Worcester, Mass.—Worcester Felt Shoe Co., reported an involuntary petition 
in bankruptcy was filed March 2 nt ont. Me. Jay Clark, an attorney-at- 
law in Worcester, Mass., and Harry T , an “5 oy in the office of 
the Shoe and Leather Mercantile MR nag Joston, have been appointed 
receivers, with bond at $4,900, they to take possession of assets. 

Mansfield, Mass.—Michael Bander (Bander’s Department Store), shoes, etc., 
reported that the debtor owes approximately as follows: For merchandise, 
$3,500; for borrowed money, $2,500. It is stated that his stock, if sold at 
auction, would bring about $1,200, and the amount of borrowed money is 
owing to friends and relatives. It is also alleged that the debtor has a 
brother who is willing to advance enough money to effect a compromise at 
25 per cent, but the debtor’s attorney has claimed he owed about $3,000 for 
merchandise. with no borrowed- -money creditors. 

Clayton, Ala.—Max Minkoff, shoes, etc., reported petitioned into bankruptcy. 
Reported George - ee ‘appointed receiver. Reported assets, $2,532, and 
liabilities at $4,338 

Gainesville, Fla.—Jas. ‘Chestnut, Jr., shoes, reported petitioned into bank- 

Ww ruptcy. Reported receiver appointed. 

Harrisburg, Ill_—James A. Greenwood, shoes, etc., reported meeting of creditors 

bh called for March 8, last. 

Newcastle, Ind. —Albert Shoe Co. (Chas. Albert, senantaten. shoes, reported 

» meeting of creditors called for today, March 10 

Minneapolis, Minn.—Winfield B. Hale, shoes, reported filed a voluntary peti- 
tion in bankruptcy, scheduling liabilities at $2,478. 35, with assets of $2,271.- 
93, upon which there is a total exemption claimed. 

Detroit, ich.—Becsky & Klein, shoes, etc., reported petitioned into bank- 


rupte 
Kelliher, ites —Ches, Jacobson, shoes, etc., reported petitioned into bank- 


ruptcy. 
Fayetteville, N. C.—Vann Trading Co., shoes, etc., reported petitioned into 
ruptcy. 
Wilson, N. C.—G. C. Lamm, shoes, etc., reported assigned. 
William Cherry, shoes, etc., reported petitioned ‘Tote bankruptcy. 
nee N. H.—Saidel Co., shoes, etc., reported petitioned into bank- 


Oilton. Okla. —Levinson & Stern, shoes, reported petitioned into bankruptcy. 
Re \oported re ype? + 

Fort Mills. ills & Young, shoes, etc., reported meeting of creditors 
called for aoc 6, last. 

Altoona, Pa.—Lewis Kusner, shoes, etc., sold out by constable. 

Pawtucket, R. I.—Outfitting Co. (W. B. Grover, Proprietor), shoes, etc., re- 
ported offering to compromise at 50 per cent. 

Shiocton, Wis.—Zeb Wood, shoes, etc., reported petitioned into bankruptcy. 


Changes 


Boston.—Max Feldman, shoes, sold out to A. Sobel. 
Dennett & Prince Co., leather remnants, incorporated with authorized 
capital of $300,000. 
Waltham, Mass.—Cummings Bros., shoes, sold out to H. Wolpert. 
Haverhill, Mass.—E. B. Smith Shoe Co., shoe manufacturers, incorporated with 
authorized capital of $12,000. 
—— Tansee .—Edwards Shoe Co., shoes, etc., incorporated with authorized 
capital o! 
— }. ie & Cook Co., leather, authorized capital increased to 
Natick, Mass.—Dean- -Buckley a Co., shoe manufacturers, incorporated with 
authorized capital of $10,000. 
Pratt & Green Toplift Co., ; manufacturers, incorporated with authorized 
capital of $5,000. 
Brinkley, Ark. —Han Goldberg & Co., shoes, etc., succeeded by A. Goldberg. 
Harrison, Ark.— ea shoes, ete., sold out to Nicholson & Sons. 
San a, cay —H . Rogers, wh shoes, d by Rogers Shoe 


Springfield, Mass —Kennedy’s of Springfield, shoes, etc., incorporated with author- 
ized capital of $50,000 
Tucson, Ariz. 7. & Everest, shoes, etc., R. B. mre oe > left town.. 
ia. Se —C. . McWilliams, shoes, etc. ., succeeded by Moschell & Mc- 
jiams. 
New Haven, Conn.—Rink & Sholun, shoes, discontinued. 
Stomises. Conn.—White Shoe Co., shoes, sold out to Bridgeport Shoe Co., 
Mgenert, Conn. 
Pe. i.—C. H. Ramsey (Golden Rule Store), shoes, etc., sold out. 
Jacksonville, Fla.—The —e. of Jacksonville, shoes, incorporated with 
authorized capital of $10, 
Chicago, Ill.—Wheelock & Holcomb Co. (1360 Wells St.), manufacturers 
leather, etc., incorporated with capital of $25,000. 
Elkhart, Ind.—H. B. Sykes Co., shoes, etc., H. B. & E. N. Sykes retire. 
Herrin, T.—H. ‘Dale, shoes, etc., sold out to os Side Supply Co. 
Red Oak, Ia.—Tracy-Sadler Co., shoes, etc., A. R. Tracy retires. 
Kewanee, Il Ill.—Spickler & Nobling, shoes, etc., succeeded by Spickler, Warner 


Berne, Ind. Png uder-Smith Co., Inc., shoes, etc., capital increased to $35,000. 
Wallace, Idaho.—Chas. A. Solberg, shoes, etc., sold out to Alex McDonald. 
Fairman, Ill.—Levi Garrish, shoes, etc., sold out to Theodore Meredith. 
Sims, Ill. —Bright Mercantile Co., shoes, etc., sold out to Jesse Williamson. 
Fiat, Ind.—M. M. Swigert, shoes, etc., sold out. 
Chicago. Til.—Chris' er Stores Co., ‘shoes, etc., capital pag ge to $40,000. 
a L. Alexa Gob Co., shoes, etc., capital increased to $35,000. 

nese, shoes, will discontinue. 

Mount y Sage a.—M. E. Freeland, shoes, etc., succeeded by Freeland & Lout- 


zen 
La Salle, Il.—Panneek Shoe Co., shoes, sold out to Molone Shoe Co. 
Lebanon, oe a Adler Co-operative Store Co., shoes, etc., filed notice of 





7 —Model Clothing Co., shoes, ~.. sold out to Lurie Bros. 
Towa rae Ia.—Welden Department Store, shoes, etc., sold out to W. H. 


Saline Cen —Sehenen Mercantile Co., shoes, etc., capital increased to $30,000. 
Salina, Ka Kan.—Carl Beven & Co., shoes, etc., view secoded by Poole é Co. 
Bronson, Kan.—Wright, Ireland & Co., by O. Wright. 
ster, shoes, etc., sold out to J. E 


Ramona, Kans.— 
1 & Ahlberg, shoes, succeeded by ea el & Sons. 


Concordia, Kans.—Die 


Carlisle, Ky.—C. C. Cole & Co., and J. P. Tune & Co., shoes, etc., will con- 
solidate as the Cole & Tune Co. 
Coty Ky.—D. H. Carpenter Co., shoes, etc., capital increased to 


Greenville, Ky.—Fred and Lewis Dry, Goods Co. has been dissolved and the 
business will be operated as a private partnership, — MP as “Fred and 
pao Dry Goods Co.” and owned by Sidney Fred, F. H. Lewis and Hugh 


Pittsburg, Kan. —Globe Shoe Co., shoes, etc., capital decreased to $125,000. 
Breckenrid ich.—C. G. F alor, shoes, etc., out of business. 
Mountain Srove, Mo.—Candler & Son, shoes, etc., sold out. 
Deerwood, Minn.—P. L. Melberg, shoes, etc., sold out to G. W. Vald. 
Frazee, Minn.—Frank Kiene, shoes, etc., sold out to Hooden & Wold. 
-_~ Minn.—Winnifred D. Hale, shoes, etc., reported petitioned into 
a 
Detroit, Mich, Ys, L. Bird & Sons, Inc., shoes, etc., capital increased to $500,000. 
St. Louis, Mo.—Joseph Hartman Mercantile Co., "shoes, etc., incorporated with 
capital of $10,000. 
Lewiston, Me. —Cummings Bros., shoes, re d stock was to be sold March 6. 
St. Louis, Mo. re yt — Jobbers, w lesale shoes, recently incorporated 
with capital of $11, 
ay, Mich.—F. M. Heddon, shoes, sold out to Harry Gordon. 
ena, Mich. Te ey & Stafford, shoes, etc., dissolved partnership. 
digens, Mo.—Wnm. E. Smith, shoes, etc., sold out to John H. Estes. 
Samet Me.—Asekoff & Persky, shoes, etc., stock sold for $4,312. 
Portland, Me.—Hutchinson Shoe Co., shoes, incorporated with authorized cap- 
ital of $40,000. 
Richmond, Minn.—M. E. Gross (Golden Rule Store), shoes, etc., sold out. 
a N. Y.—M. Rosen & Son, shoes, 5117 Fifth Ave., have sold their 
place of business por S. Berkowitz & Son. The purchasers desire to notify 
the creditors of M. Rosen & Son if they have any claims against M. Rosen 
& Son to submit same forthwith for payment. 
Joseph Coppola, shoes, sold out to auctioneers. 
Louishons, | N. C.—C. J. Atam (Atam Store Co.), shoes, discontinued. 
Newburg, N. D.—Rostevdt & Smette, shoes, etc., succeeded by M. Smette. 
Bayonne, N. J.—Antony Soukus, shoes, d ded by Frank Soukus. 
Newark, N. J.—Chiariello & Carracino, shoes, sold out. 
as. Stelzer, shoes. sold out to Wulf Adams. 
Newman Grove, Neb.—D. E. Neafus, shoes, etc., will discontinue. 
Manchester, N. H.—Plant Bros. & Co., shoe manufacturers, incorporated with 
author ized capital of $280,000. 
Newark, N. J.—Max eee, shoes, sold out. 
Long Island City, N. Y.—Kozak & McLaughlin, Inc., shoe manufacturers, 
incorporated with capital of $300,000. 
Rochester, N. ¥.—Eady-Quance Shoe Co., Inc., shoe manufacturers, incor- 
porated with capital of $50,000 
Cooperstown, N. Y.—William H. Bundy, shoes, has sold out his business. 
Kearney, Neh.—V. ae os shoes, etc., sold out. 
Long Is land Cit Y.—Wnm. J. Hill, shoes, sold out. 
Attica, N. ity Cc. Timm, shoes, etc., sold out. 
Glens Fails’ “N. Y.—Goodsons, Inc., shoes, etc., 


Merkel. 

Devils Lake, N. D.—S. O. Bondelid (Model Clothing Store), shoes, etc., sold out. 

Concord, H.—Simeon Sharaf (New Hampshire Supply Co.), shoes, etc., 
reported sold out. 

Jersey City, N. J.—J. Bloom, shoes, sold out. 

Broo! lyn. N. Y.—Brooklyn Bargain Footwear Co., Inc., shoes, out of business. 

$ Griffin-White Shoe Co., shoe manufacturers, capital stock increased to 

187,500. 
Isidore Gottheimer, shoes, sold out. 
Elias Bros., 695 Stone Ave., shoes, sold 
New bay ag; City. — Morris H. Lampert (236 Clinton St.), shoes, sold out. 
A. Raymond & Co., shoes, etc., discontinuing. 
Morris Smoley (636 ‘Second Ave. ), shoes, ne. 
Samuel J. Weinberg, shoes, sold out to J. Klein. 
Moore, Friedman Millinger, er a my of gaiters, ste liquidating. 
Chas. B. Silberberg, shoes, su by Schneps & Levin 
Richard Young Co., leather, aeiael stock increased to $1, 000,000. 

New York City. — Hoffman Bros. Footwear, Inc., shoe manufacturers, capital 

ineoquet to $24 
‘ederal Par om Products, Inc., leather tanning, recently commenced 
busines here. 

Buffalo, N Y.—Charles M. Jackson has dissolved partnership with S. L. Gold- 
stein in ‘Gomtale where they did business under the firm name of The Jack- 
son Shoe Co., an, Mr. Jackson has opened a store in the Ford Section of 
Detroit, Mich.., under the name of Jackson’s Sample Shoe House. 

— Okla.—Wade, Harned & Malone, shoes, etc., sold out to Sander-Ridg- 

y Mercantile Co. 

Clesehand, Ohio.—Otto J. Houck, shoes, sold out. 

Brid, ville, Pa.—Snatchko Bros., shoes, succeeded by Chas. Snatchko. 

Reading, Pa.—Penn Shoe Mfg. Co., shoe manufacturers, sold out. 

—- Pa.— Walmer, shoes, etc., sold out. 

Paris, Tex. —Crook-Record Co., shoes, etc., capital increased to $150,000. 

a ar ._—Higginbotham Bros. & Co., shoes, etc., will incorporate with 
capital of 

Spring: om Vi “Handy Brown Co., shoes, etc., incorporated with authorized 
ca of $10,000 

Pe may Tex.—J. Schleider’s Sons Co., shoes, etc., incorporated with capital 

of 


000. 
Brownsville, Tex.—A. Braunstein, shoes, etc., succeeded by F. G. Googia & Co. 
South a Wash.—Cressy Dry Goods Co., shoes, etc., succeeded by W. P. 


Watterson, Tenn.—Payne, Patterson & Co., shoes, etc., sold out to E. & H. 








ded by Kemp & 


Ken 
Suni R. I.—Universal Metal Co., to manufacture a general line of 

ornaments at 220 Eddy Street 

leton, Wis.—Hughes-Cameron Co., shoes, etc., capital increased to $20,000. 
Mifwakce, Wis.—Wm. Nell, Jr.; shoes, succeeded by William Nell, Sr. 

ia Clothing and Shoe C Co., shoes, etc., aivertioine t to sell out. 

Green Baw Wis. —Green Bay Leather ‘Co., i tal of $100,000. 
Milwaukee, Wis.—Harsh & Edmonds Shoe Co. shoe" a acturers, W. E. 

.Edmonds, Treasurer, retires—succeeded by c. 0. Chapline. 
West Bend, Wis.—Arthur Wegener, shoes, sold wet to ‘Joseph Stangel. 
Marshfield, Wis.—Kestel Bros. Co., shoes, etc., capital increased to 
Milwaukee, Wis.—United Shoe Store Co., capital 
a, P. ong & Savage, Ltd., shoe manufacturers, succeeded by 

Miner Shoe Co., Ltd. 














78 BOOT AND SHOE RECORDER 


March 10, 1917 


Classified and Opportunities Department 


“Recorder” rates for space less than one-eighth | ages ig WANTED: Three cents per word for 

each insertion. Minimum amount accepted, 
sixty cents. For other “Want” advertisements, 
five cents per word for each insertion. -Minimum 


page per issue: 


Space 1 time 7 times 13 times 26 times 52 times 
1 inch $4.00 $3.00 $2.75 
2 inch 8.00 6.00 5.25 
3 inch 12.00 9.00 7.75 
4 inch 15.00 12.00 10.00 


$2.50 $2.00 


amount accepted, One Dollar. Ads under this head- 
ing will be received up to 5 o’clock Tuesday, P. M. 
When advertisers desire answers to come in care of 
this office, twelve words must be allowed in each ad- 
_ vertisement for address. When advertisers desire re- 


plies forwarded direct to their address, each word of the 


address must be counted in the advertisement and 


paid for accordingly. Answers to ads must be sent 


4.75 4.00 
7.00 6.00 
9.00 8.00 under letter postage. 


Payment in advance is required, except when regular advertisers, as amounts are too 


SALESMEN WANTED 


small to open accounts 


POSITION WANTED 


FOR SALE 








\REATER NEW YORK CITY, NEW JER- 
3 SEY and PHILADELPHIA—Unusual oppor- 
tunity in the above territory for responsible man. 
ust be thoroughly established on women’s shoes 
to the retail trade. Write full particulars—age, ex- 
rience in detail, references and photo. Plant 
ros. & Co., Manchester, 


Wnt ee salesmen with estab- 
/ lished trade in all parts of the country, in- 
cluding New York, Brooklyn and Jersey, for high- 
grade women’s specialties. We want to hear from 
upright and straight forward men, conscientious 
workers, for whom we have an exceptional oppor- 
tunity. Address A882, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


toe opportunity open to an expe- 
‘4, rienced salesman with trade following, to sell 
complete line of superior shoe dressing. State ex- 
perience: The E. F. Baker Company, 120 Broad- 
way, » * 
ANTED—Salesmen with established trade 
to carry on commission men’s work shoes, 
Goodyear, welt, and nailed Gupetes prices), 
in Illinois, Michigan, Indiana, Ohio, Pennsylvania, 
New York. Give experience and reference in first 
letter. The E. B. Piekenbrock Shoe Mfg. Co., 
Dubuque, Ia. 


WANTED 


Ten good{shoe salesmen to carry a side line 

















of twelve smart, spicy, business-getting styles 
of medium-priced women’s McKay shoes. 6 
per cent commission basis. Tell us what ter- 
ritory you cover; what lines you are carrying; 
how much business you are doing. This propo- 
sition is only for men who have a good record 
and an established business on non-conflicting 
line. Address A881, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 











HOE SALESMAN with established 
trade to carry, as a side line, the 
best white shoe cleaner on the market. 
Liberal commissions paid on original 
and repeat orders. State territory de- 
sired. THE BEATTY-PIERSON CO., 
2066 E. 4th St., Cleveland, Ohio. 

















POSITION WANTED 


ey" wanted by live-wire shoeman as 
buyer, manager or assistant. -Executive abil- 
ity. Systematizer. “ey knowledge. Per- 

t and hanical ow ger high-grade 
chain shoe store. Highest references. Address 
A878, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass 











ANAGER AND BUYER wishes to connect 
with reliable shoe department or store. 18 
years’ experience. Reference as to integrity and 
ability. At liberty March 15. Address A879, care 
a and Shoe Recorder, 207 South St., Boston, 
ass. 





F you need an experienced sal or g 
in your clothing, furnishing or shoe department, 
would like an interview. Address P.O. Box 103, 
Norwood, Mass. 


wr or WANTED as business manager or 
other responsible executive, by man with 
twenty-five years’ experience covering every phase 
of shoe manufacturing, factory and office manage- 
ment, selling, correspondence, credits, advertising, 
stock department, etc. Highest references as to 
ability and character. Address A874, care Boot 
and Shoe Recorder, 207 South St.. Boston, Mass. 














HELP WANTED 


UPERINTENDENT wanted to take entire 

) charge of new factory in Middle West, making 

high-grade women’s McKays. Fine opportunity 

for growth to the right man. Give experience and 

full particulars. Address A872, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 








OR SALE—Shoe store, inventorying about 
$20,000 in fastest growing town in the South. 
Here is an exceptional opportunity. Do not write 
unless you mean business. For reasons for selling, 
articulars, etc., address A884, care Boot and Shoe 
ecorder, 207 South St., Boston, Mass. 


OR SALE—Shoe store in Middle West. City 
14,000 people. Exceptionally well located in 
very rich agricultural’region. Stock in excellent 
condition, both as to desirable sizes and lines 
goods. Inventories approximately $25,000. Net 
rofit on last year’s business over $7,000. Reason 
‘or sale, death of owner. This is an exceptional 
opportunity for the right man, as the estate must 
be closed. Address A880, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 











FOR RENT 


OR RENT—Space in the best and most modern 
up-to-date ready-to-wear and millinery estab- 
lishment, occupying 2 floors for women’s and chil- 
dren’s shoe de ment, to right parties in a city 
of 40,000 inhabitants in Missouri. Address A883, 
care me and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 











WANTED TO PURCHASE 





LINE WANTED 


| yg a ey shoe salesman, having estab- 
i lished trade in Greater New York, desires 
either line of infants’ children’s, misses high cuts, 





boys’ youths’, little gents’ McKay shoes, or wom-- 


en’s medium price. Traveled territory twelve 
a? | one Store 178 Wyckoff Ave., Brook- 
yn, N. Y. 


IRST-CLASS SALESMAN wants line of shoes 

_ for New_York and vicinity. Large trade ac- 
quaintance. References furnished. Address A866, 
care post and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 


} ey salesman for Baltimore, Washing- 
\% ton and vicinity wants shoes of quality and 
price. Address A847, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 


MANUFACTURERS TO JOBBERS 


ANTED a line of children’s shoes. Gun 
metal and patent leather button McKay. 
Send 2 pairs as samples—1 pair child’s gun metal 
and 1 pair misses’ patent leather. Also infants’ 
turns. Send 6 pairs spring heels and no heels, dif- 
ferent styles. soft baby shoes. Send 12 
pairs different styles. Quote lowest 
terms. Samples will be paid for on receipt of same. 
Also a line of boys’ shoes in McKay and Goodyear 
welts, on commission, for the jobber and _retail 
—_— By an e salesman for the Pacific 


coast. reference. Ad R. Magnes 
Shoe Co., 48 Second St., San Francisco, Cal. 

















FOR SALE 


RUNES—The best food on earth*for shoemen. 

10-pound box, 49 prunes to pound, delivered 

to vanedl , $1.65. Rosenberg Shoe Store, Healds- 
burg, California. 








we, 


We Buy for Cash 


Manufacturers’, Jobbers’ and 
Retailers’ Surplus Stocks, Jobs, 
Closeouts 


NO QUANTITY TOO LARGE 


We also purchase entire stocks 
from retailers or manufacturers. 
Send us particulars of what you 
have for sale. 
Short Term Leases Taken 
We Pay Highest Cash Value 


VAN PRAAG & CO., 


Shoe Dept., Martin Posner, Mana 
15-17 Greene St., New York, N. Y. 
Telephone 2248-2249 Spring 


Retailers --- Manutacturers 
— Shoe Stocks 
SLOW SELLERS 
HIGHEST CASH PRICES PAID 


Drop a Line to 
A. M. SACKS 


19 Albany Street Boston, Mass. 
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WANTED TO PURCHASE “Pep” for Thompson MISCELLANEOUS 











2 - 
Highest Cash Prices Paid Salesmen Bicycle 
On Tuesday afternoon, February 27th, 
wocgn lanai a, a all the traveling salesmen representing STEP 
ties no object. Retail or wholesale. Thompson Bros. Inc., with the heads of LADDERS 
Short term leases taken off your hands the various manufacturing departments, verses 7 vile mcmama 
Sten as Bene us gathered at the new Boston Office. 207 are made in 


Correspondence Confidential Essex Street, following an inspection of many styles 
Established 1890 Fall samples at the factory in Brockton. and to fit 
Superintendent and General Manager, all kinds of 
GLAUBERG & CO. Laurie S. Macdonald, was in charge of the shelvin g. 
520-522 Broadway, New York, N. Y. meeting. Addresses were made by Send t ina 
- William Hickey of John R. Evans & Co. siving full descrip- 
We also purchase clothing, a cig ae tion and prices 
hats, furnishing goods, etc. on “The kid situation”; John Schanzle, 
sales manager for Howes Bros. Company The Bicycle Step 
on “The present sole leather situation as Ladder Company 
Do You Wish to Raise Cash Quick? it confronts manufacturer and tanner”; — 9 hak 8 
seeiponemeghnnctenDeet heen Aero Ed. Marshall, New England representa- 
elothing and merchandise of all kinds P - 
bought for spot eash. Short term leases tive of Pell Last Company and designer 
cohen of 70a rg et of some of the Thompson Company’s ‘ 
Communications Strictly Confidential leading lasts, on ‘‘An analysis of the last Every Shoe Store N eeds 


Beoskiya | CWALKER, Proprietor situation, as viewed by last manu- a pair of 


610 BROADWAY, BROOKLYN, N. Y. facturers.” “MANCHESTER” 


mo2528 ‘Willtamabarg | Notes were taken by the salesmen and (Trade Mark Reg. U. S. Pat. Off.) 

later the various speakers answered CURVED JAW CUTTING 

We Pay Highest Cash Prices questions put by the traveling men. NIPPERS 

Saw assiahis Mecdiaation These were followed by an informal dis- 

SHOES, CLOTHING AND FURNISHINGS cussion covering a two hour period. The aly show ante 
yg neg on Pp, ; Adjournment was made to a private which is just the right 
pay freight both ways. Best of refer- dining room in the United States Hotel, shape to cut out tacks on 
ense Surnishes. where a banquet was served in the P the inside of shoes. 


IONA SALES CO. P ° 
385-387 Broadway New York evening. Superintendent Macdonald act- ‘© Manchester ” 
ed as toastmaster for the program fol- anc 
IE Us TOUR BnELT'w an ERS lowing. President H. M. Fillebrown of Trade Mark Rew US. 
We will at any time buy 10 to 100,00 0 pairs of the company gave a talk on ‘“‘Co-opera- . 
ee ee ee mig lota, ~t ha tion” which evoked much enthusiasm. ctenen cn wnte tt 
Retail 


Stores, etc. @ have e as ’ unllanited ex- Several of the representatives proved I} grade tool steel, nickel 
cellent speech-makers. The convention : plated with a curved jaw 
adjourned with optimism as the keynote that enables vou to cut the 
° tacks close to the insole. 
a ‘. for the selling and factory forces of * 
42 Lispenard St. New Thompson Bros. Inc. All the travelers Be sure and specify 
for this house are now in their respective “MANCHESTER” 
territories with the new Fall styles. curve jaw when ordering. 
Following is the list: D. F. Quigley, Write us direct if your 
MISCELLANEOUS large cities in Pennsylvania and New dealer cannot supply you. 
York State; Walter F. Nesmith, New: Price, $2.50 


FISHER York City and New Jersey; Harry 

Baldwin, Ohio and Indiana; Gould S. : . 
Teedo Mosk Bes. Pitcher, Illinois, Missouri and Kansas; Frank W.Whitcher Co. 
oa. pone! W. S. Bacon, Iowa, North and South Patenteess and Manufacturers 





















































. B 
COUNTER Dakota, Minnesota, Montana, Nebraska; Boston, Mass. sesone , tke Bt. 
SUPPORT W. R. Rehkugle, Pacific Coast from 
A Help v0 \ to Weak Denver, west; Joseph Schlesinger, Okla- 


homa, Texas, Louisiana; James Comings e 
Prev he Counters of Bangg d 4 . - P 
tia sorte Ga Po South Atlantic States, Charles S. Gunn, snag. rea Par yma bu — 
For Sale boner 4 Tiadiags Siectexe Virginia, West Virginia, Kentucky, Ten- Style change quickly—it io diflcalt 
Beware of Imitations. nessee; Marshall Nazro, New England; to know where to get the shoes you 
VARNUM ke. SIZE J. Kalisky, Michigan and Wisconsin; Welt oo seer needs. I will fill 


Dave Davis, Chicago and large cities them for ee cusconY 
of the Middle West. Meco Bultains BOSTON 





























CASH PAID 70 oP RD, Meeiities, sree 


ox foe sther ssarchendion, Lonoss talon F. E. JONES COMPANY 


ever. We will send a representative te 


‘ imvestigate and make effer upen request FANCY M AT KID 

Ask Your Dealer For Them KR al 
F. W. WHITCHER COMPANY oes Ealece Bes omer York Chey COLORS 
Boston and Chicago Phone Spring 9413 95 South Street, Boston 
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HOES TO RUSSIA 
BY PARCEL POST 


Postage $1.20 a Pair on 5000 Pair 
Shipment by F. M. Hoyt Shoe Co. 


MANCHESTER, N.H.—A unique 
shipment of shoes has just been 
made by the F. M. Hoyt Shoe Co. 
of this city, to Moscow, Russia, 
through the Manchester post office. 
A total of five thousand pairs of 


shoes, part of a twenty-five thousand. 


pair order of civilian footwear of 
various sizes, representing a total cost 
of $40,000 when they arrive at their 
destination, were carefully packed 


' into mail sacks at the post office, 


March 9th for shipment. — 

The postage on the shipment of 
the five thousand pairs amounts to 
$5,500, the rate being the same as 
that on letters, which is five cents 
per ounce and three cents for each 
additional ounce thereafter. Each 
shoe will represent $8.00 in value 
when it arrives in Russia, while the 
cost per pair for delivery will be 
$3.80, $2,00 of which will be added 
for import duty, it was said at the 
office of the Hoyt factory. They will 
sell for about $12.00 per pair. 

At the post office the shoes were 
received in small pasteboard boxes 
with four pairs of shoes in each box. 
Stamps were then placed on each 
box and four of the boxes were loaded 
into each mail sack. The postage 
on each package of four pairs of 
shoes was $4.80, which made the 
rate $1.20 per pair, including the 
registration fee. 

hese shoes, it is estimated will 
travel over about two thirds of the 
earth before reaching their destina- 
tion. They will go from here to 
Seattle, Washington, cross the Paci- 
fic, arrive at Vladivostok, Russia, 
and thence be transferred to Moscow. 
Each package is registered, and 
calls for a return receipt from the 
address to the sender. 

Sales Manager, A. B. Jenks, when 
interviewed said: 

“We have four more shipments 
of equal size yet to go the same way. 
We have had no new orders of this 
character,” he added, “and are still 
working on previous - orders for 
civilian shoes for Russian and En- 
glish trade.” 


EPARATE STORE 
FOR CHILDREN 


PHILADELPHIA—P. T. Hal- 
lahan has just inaugurated some- 
thing new in the retail line by open- 
ing a shoe store for boys and girls at 
Sixtieth and Chestnut Streets. The 
hew store was made necessary by 
the growth of juvenile business in the 
Hallahan store at that point, so 
‘" annex was opened under the 

me of the Juvenile Shoe Shop. 

1e annex is next door to the 

‘einal store and has its own force 

lespeople. Balloons and other 

were given to. all children, 

-asers and otherwise, who visited 
- store on the opening day. 





IG BUYER 
INTERVIEWED 


Tells ‘‘Recorder’*. His Views on 
Buying Men’s and Children’s 
Shoes and Fall Novelties 


BOSTON, March 16—The head 
of the shoe division of one of Bos- 
ton’s greatest retail establishments 
said yesterday: 

“The conditions facing shoe mer- 
chants today are perplexing, and 
good judgment in forecasting the 
immediate future and placing orders 
for Summer and Fall is imperative. 


“Conditions in the men’s lines are 
such that I am now ordering, and 
would advise other merchants to 
order at once ali the ‘men’s shoes 
they believe they will need for Fall. 

“With shoes for misses, children 
and the bigger girls, the price is a 
great problem in buying for our own 
trade, and just now‘ cannot see how 
we can retail such shoes at less than 
$4.00 for children, $5.00 for misses, 
and $6.00 for girls. If, as I believe, 
these prices shall become necessary, 
I am wondering how they will be 
received by the public. This prob- 
lem equally affects the manufactur- 
ers, and some have shut down on 
their children’s lines and concen- 
trated on shoes for women and girls. 
This problem, so acute in the better 
trade, seems to be equally serious in 
many of the cheaper lines, and I 
have found that the lower the price 
the greater is the percentage of 
increase in cost. 

“On ladies’ novelties for Fall, I 
believe that the style factor and the 
constant production of new things 
justifies me in going slow up to May 
15th, as these novelties in my own 
case can safely be bought and sold 
at the market.” 


OTARIANS HEAR 
SHOE TOPICS 


LOUISVILLE, Ky.—‘‘Shoes and 
Findings,” was the subject of dis- 
cussion at the last meeting of the 
Louisville Rotary Club, atténded 
by about 150 men, representing as 
many lines of industry. The meet- 
ing was held at the Watterson hotel, 
and was presided over by the shoe 
men, A. R. ‘Vogel, of the Vogel 
Brothers’ Mfg. Co., representing 
the manufacturers’ interests; Ed- 
ward J. Bosler, of Bosler Brothers, 
findings jobbers; and B. Middendorf, 
of the Florsheim Shoe Co., the retail 
trade. The growth of the shoe 
manufacturing industry and its im- 
portance to Louisville was told, and 
the reasons. for the high cost of 
shoes and findings also explained, 
along with other matters of interest. 
Orders for two pairs of women’s 
made-to-order shoes were given away 
- Vogel, to holders of tickets, 
which were distributed among the 
members, while Bosler gave away a 
number of handsome pieces of 
leather for table or wall decorations. 





OSTUME 


FOOTWEAR 


v A DOMINANT FEATURE 


Indiana Merchants Convention 
Endorses Preparedness 


INDIANAPOLIS,* Ind.—In_ the 
beautiful city of Indianapolis, March 
13, 14 and 15 assembled the Indiana 
Shoe Dealers’ Association for con- 
vention purposes. Pre-Spring ses- 
sions such as these permit of a 
swinging into the new season with 
ideas and suggestions which serve 
as invigorators of business. 

In most active convention the 
Indiana Retail Shoe Association 
went on record as sustaining the 
President. Indiana ‘also celebrated 
the seventh annual convention, also 
termed Ray Brown’s “Swan Song,” 
in a blaze of glory. In next week’s 
issue we will cover the educational 
features of the convention. 

The banquet night was made 
memorable through a costume foot- 
wear show staged by the “Recorder.” 


New Officers Elected 


The officers elected are: 

President, Clem App, Fort Wayne; 

Vice-President, Minor, 
Frankford; 

Vice-President, G. C. Gessler, 
Evansville; 

Treasurer, C. F. Wheeler, Cam- 
bridge City; 

Secretary, Edward Haldy, Indi- 
anapolis; é 

Directors for two years above 
officers and Charles I. Slipher, 
Indianapolis; 

Directors fér one year, R. A. 
McConnell, Frankford, E. B. Wilson, 
Indianapolis; F. E. Gaines, Indian- 
apolis; A. B. Nusbaum, Richmond; 
Otto Horning, Terre Haute. 

The convention was also attended 
by traveling men and associate 
members. The three days’ sessions 
combined actual convention work 
and order-placing mostly for im- 
mediate delivery. 

Indianapolis is again selected for 
the next annual convention. 

These resolutions were individu- 
ally considered and voted upon. 


Travelers’ Co-operation 
Recognized 
Whereas, we appreciate the efforts 
and support of shoe travelers, be it 
Resolved, that they appoint com- 
mittee to co-operate with officers and 
committee of this Association look- 
ing to a continuance of support and 
co-operation in next convention. 


Tribute to Ray Brown 


Whereas, our President, Raymend 
D. Brown, having retired from the 
shoe business, be it 
- Resolved, that this Association, 





in appreciation of his splendid 
services, elect him to honorary life 
membership. 


Pledge Loyal Support 


WHEREAS, our country is con- 
fronted with the greatest inter- 
national crisis of the present 
generation arising from the wil- 
ful disregard of its rights upon 
the high seas and elsewhere on 
the part of a hitherto friendly 
nation, be it, 

RESOLVED, that we pledge 
our loyal support to the Presi- 
dent, to Congress and to Gover- 
nor James P. Goodrich in any 
measures they have taken or 
may find it necessary to take for 
the safeguarding of our Republic 
and its people, for the upholding 
of our national honor and for 
the preservation of international 
law and the principles of hu- 
manity. 


Condemn Speculative Buying 


Whereas, it has been the practior 
to place orders far in advance « 
immediate requirements during th: 
last six months and ys | whic. 
time the leather market has ad- 
vanced to very enormous high costs 
and that a turn in the situation is 
liable to occur at any time; 

Be it resolved, that this convention 
recommends to its members to 
change speculative buying and place 
their orders in moderation and not 
far in excess of requirements so they 
may not be burdened with high- 
priced stocks if the prices recede. 


Endorse Using All Materials 


Whereas, the price of all kinds of 
leather has advanced to unprece- 
dented figures over which merchants 
have no control, we deem it wise to 
increase the use of all materials 
other than leather, which are suit- 
able for various uses in the making 
of shoes, and we strongly recom- 
mend that the use of such materials 
be encouraged to the fullest extent, 
thereby relieving the leather market 
as much as possible and keeping the 
prices within reason to the average 
purchaser. 


Oppose Misleading Publicity 


Whereas, a great deal of news- 
paper publicity has been given to 
the idea that shoes will be sold at 
from $20 to $30 this convention most 
emphatically condemns such pub- 
licity, as it is untrue and misleading 
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and has tendency to limit the num- 
ber of pairs of shoes purchased. 


Cut-Rate Trade Opposed 


Resolved, that we go on record as 
expressing hearty disapproval of 
jobbers or manufacturers selling 
shoes, findings or any other goods 
usually sold in a retail shoe store to 
mail-order or cut-rate houses. 


Sympathy for Newcastle 

Whereas, the city of Newcastle 
having recently suffered a great loss 
by cyclone, 

Be it resolved, that we extend to 
our members and fellow shoe re- 
tailers and citizens of that city our 
sincere sympathy. 


Support Shoe Trade Press 


Whereas, the shoe trade journals 
representing our industry are an 
oduastionall and a constructive force 
in assisting the work of our conven- 
tions, in elevating through educa- 
tion, the standard of shoe mer- 
chandising, be it 

Resolved, that we give them our 
hearty support. 


Endorse “‘Recorder”’ Style Show 


Resolved, whereas, the portrayal 
of fashion in footwear at conventions 
through style shows is a develop- 
ment along educational lines and 
inspirational in effect through the 
co-relation of colors and materials 
be it resolved, that we endorse re- 
finded presentations which empha- 
size these points in a manner similar 
to the costume fashion show held 
at this Indiana convention. 

Resolutions of thanks were ten- 
dered Charles I. Slipher, the Hotel 
Claypeol, and especially enthusi- 
astic appreciation was expressed of 
the Indianapolis retail shoe mer- 
chants who were the hosts of the 
convention. 

Opening hours of a real convention 

nowadays—mean registration at the 
entrance and a proper badging and 
ticketing. Secretary Charles I. Sli- 
pher saw to it that merchants paid 
in one sum for the whole program 
plus membership dues for the coming 
year. The salesmen on a similar 
plan paid for their tickets and were 
hiven a sign poster acknowledging 
eir co-operative work. Both of 
hese features are to be commended 
being right in line with real 
organization: 
All morning the committees la- 
bored on the work in hand. Over 
seventy men are recorded on com- 
mittees with all sorts of duties, and 
most of them were active. 

When the afternoon session was 
called the opening address of Presi- 
dent Brown was heartily greeted, 
especially his emphasis, that the 
slogan of the convention was 
THINK. He said in part: 


Raymond D. Brown’s Address 


“TI regret that as president of this 
Association, I appear before you as 
an outsider. As most of you know, 
since I was elected to this office a 
year ago, I have sold my shoe inter- 
ests, and have retreated to what 
may be a less advantageous position 
as a motor-car dealer, but permit 
me to assure you that although what 
little capital I ossess is invested in 
other lines, my heart and best wishes 
lie with the shoe trade, and it is 
with the utmost pleasure that I, as 
an outsider, am permitted to be here 
today to preside over this meeting. 

“The hide of a cow may soon be 
as valuable as the Golden Fleece— 
and I have no ulterior motive in us- 
ing that word “fleece,” and it is our 
duty to attempt to overcome this 
obstacle by devising means whereby 





good shoes may be sold the people 
at a fair profit. It also is our duty 
to try to convince thé man who is 
only making $5,000 a year, that it 
will not be necessary for him in the 
near future to lay aside all his in- 
come, sell his automobile, and 
mortgage his home, in order to keep 
his family from roaming about the 
streets barefooted. 


What the Public Wants - 


“These are days when organiza- 
tions must do more than sit passively 
and let wrong impressions get into 
the public’s mind. A vigorous pro- 
test on abuses at the right time will 

© more to give the public the right 

idea of the stand of our industry 
than any other action. When the 
country was being swept with news- 
paper stories to the effect that 
shoes for ordinary wear would cost 
twenty dollars it started an injuri- 
ous impression that merchants were 
taking an unfair advantage of the 
public. Now to rectify this im- 
pression I did a little bit of research 
work in the state of Indiana, I 
wrote a letter to every editor of 
newspapers in Indiana for a critical 
opinion from some layman in his 
town on the statement made “that 
shoes would soon cost twenty dol- 
lars.”” The replies which came back 
showed me conclusively that the time 
had come for a direct statement 
from the shoe merchants of Indiana 
and if you noticed an editorial in the 
Indianapolis News last Saturday 
you found that it placed the shoe 
merchant in the right light of render- 
ing a service and a mighty efficient 
one at that.” 

Hospitality of the city is by cus- 
tom extended, so Hon. A. Book- 
walter, former Mayor of Indianapo- 
lis conveyed a healthy and stirring 
welcome. After the routine work 
the convention was addressed by 
James W. Fisk, Manager Retail 
Service Dept. of the Associated 
Advertising Clubs. He explained 
the system of that organization under 
the title “Building Business on 
Facts.” 

The next speaker was F. J. Blake, 
Factory Representative of the sole 
and heel department of the Goodyear 
Tire and Rubber Co., 

His talk will appear next week. 


Romance of Shoes 


“The Romance of the Shoe” was 
given by James F. O’Connell, Pub- 
licity Director of the United Shoe 
Machinery Co., and he afterwards 
gave the illustrated lecture on the 
making of a shoe. His lecture is an 
educational feature of particular 
interest for so many merchants have 
not had opportunity to carefully go 
through shoe factories. 


Wednesday Session 


Wednesday morning was occupied 
with an inspection of the lines on 
display at the Claypool Hotel, and 
at 2 DM., after the taking of a 
group photograph, the work of the 
convention was resumed. The 
afternoon was occupied with talks 
that will later be dealt with fully, 
and the day closed with the big 
banquet at 7 P.M., a notable feature 
of which was the shoe and costume 
style show with five models, by the 
Editor of the “Boot and Shoe Re 
corder”—his second platform appear- 
ance that day, as he had addressed 
the convention during the afternoon 
on another subject. 

Thursday was a day full of busi- 
ness and informative talks and dis- 
cussions, and the Convention was 
brought to a close at 7 P.M. with a 
German beefsteak dinner at Ger- 
mania Hall. 





ELPING LOCAL 
- ASSOCIATIONS 


Shoe merchants considering the 
organization of either state or city 
associations, are invited to write to 
A. F. Sloane, Field Secretary, Na- 
tional Shoe Retailers’ Association, 
Oxford, Ohio. 

Mr. Sloane’s time and services, 
which are in considerable demand, 
are at the disposal of the shoe mer- 
chants of the nation for the promo- 
tion of organization, and he will 
endeavor in each case to arrange 
dates for meetings that will be 
mutually satisfactory. 





UBAN MARKET 
SHOE CONDITIONS 


Comment by Brockton Manufac- 
turer after Recent Visit 


BOSTON—Harold C. Keith, As- 
sistant Treasurer of the George E. 
Keith Co., Brockton, who recently 
arrived in New Orleans from a brief 
trip to Cuba, has sent the New 
England Shoe and Leather Associa- 
tion an interesting report of present 
conditions in the island. 

Mr. Keith says: “I found things in 
Cuba very much stirred up on ac- 
count of the Revolution, which 
might have been more serious. The 
shoe business has suffered with the 
others for the last two months, and 
is still very poor. However, things 
look better as General Gomez was 
brought to Havana as a _ prisoner 
while I was there, and affairs should 
be normal again, for a while at 
least. 

“Cuba fundamentally was never 
richer, and business in all lines 
should be good there this Fall. 
American shoes, as you know, are 
well represented there. High prices 
will not seriously affect the business, 
as only the rich can buy anyway, 
and they are well fixed at present.’ 

Before returning home, Mr. Keith 
plans to visit Mobile, Atlanta and 
other southern cities, afterward en- 
joying two weeks’ rest at Pinehurst. 











NOTABLE NEW 
STORE PLANNED 


ALLENTOWN, Pa. — Wether- 
hold & Metzger, shoe merchants, 
awarded the contract for the erec- 
tion of their new building, at the 
northwest corner of Hall and Mamil- 
ton Streets, at a figure approximat- 
ing $75,000. 

The building will be 2214 by 230 
feet, four stories, basement and sub- 
basement, of re-inforced concrete, 
with Indiana limestone front. The 
first floor will have a mezannine 
balcony, and will be used entirely for 
store purposes, while the upper 
floors will be arranged for offices. 

The building will be equipped with 
every modern appointment for office 
building purposes, and the store por- 
tion will be fitted and furnished to 
present one of the finest establish- 
ments of its kind in this part of the 
state. 

O. W. Metzger of the firm is one 
of the nor aay | governors of the 
Pennsylvania Shoe Retailers’ As- 
sociation. 


The Rice & Hutchins, Cleveland 
Co. has moved into new and more 
quarters at 216 St. 


commodious 
Clair Ave,, N. W. Cleveland, Ohio. 








HOE ASSOCIATION 
TO REORGANIZE 


St. Paul Merchants to Change 
Namé, Reorganize and 
Elect 


ST. PAUL, Minn.—The officers 
and members of the St. Paul Shoe 
Dealers’ Association at an informal 
meeting have laid plans for a re- 
organization and booster meeting 
to be held on April 12, next. At the 
April meeting new officers will be 
elected. The association voted to 
change the name of the association 
to St. Paul Shoe Retailers. At the 
reorganization meeting it is planned 
to have speakers and serve a Dutch 
Lunch, and the affair will take place 
at the ye Tea Rooms, on 
the third floor of the Emporium 
Department Store. At the meetin 
held last week, C. E. Rollins, act 
as chairman and E. J. Henley, as 
secretary. 


TYLE EXPERT 
BACK IN LYNN 
Dunn & McCarthy’s Superin- 


tendent Now With J. J. 
Grover’s Sons 


AUBURN, N. Y., March 13th.— 














James F. Marshall, who has been 
style and quality superintendent at 
Dunn & McCarthy’s shoe factories 


here and at Binghampton, has 
resigned leaving this week for his 


new position with J. J. Grover’s 
Sons, Lynn, Mass. 
Mr. Marshall was tendered a 


farewell banquet by his employers 
and associates at Dunn & MeCar- 
thy’s and was the recipient of a 
gold watch and chain as a token of 
their friendship and good wishes. 
Mr. Marshall was deeply moved by 
this evidence of regard and expressed 
his heartfelt appreciation, not only 
for the fine gift but for the spirit of 
co-operation which he has always 
found from members of the firm and 
his fellow employees. 

At. J. J. Grover’s Sons, Mr. 
Marshall will have charge of the 
development’ of a line of women’s 
smart-style fine welts. Lynn is his 
former home, to which he returns 
after three years in Auburn. 


MERCHANTS SEE 
NOVEL TRIAL 


Misfits Feature of Mock Legal 
Fray 


MINNEAPOLIS, Minn.—A mock 
trial, at which a Minneapolis. shoe 
dealer was summoned before a 
court of justice to answer charges of 
misfitting shoes, causing the wearer 
great mental and physical anguish, 
and of using r salesmanship 
methods, supplied entertainment at 
the dinner of the Minneapolis Retail 
Shoe Dealers’ Association, at the 
ay hotel, the evening of March 

th. 








Morris I. Braman was defendant, 
Brainerd Pierce plaintiff, and George 
R. Roth snaige. Fred Wesner and 
J. Kennedy were the attorneys. 


A. A. Kitzman, George A. Pierce, 
A. P. Metz, W. F. Stanley, John 
Gerhard, O. H. Hodgskins and 


other merchants acted as witnesses 
at the trial. 5 

George R. Roth is president of the 
association. About 150 members 
attended. ; 
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MPORTANT RULING 
HANDED DOWN 


onnelly Estate Litigation Ends 


urt has handed down an opinion 
pholding the order made a_ few 
onths ago by Judge Hardy of the 
perior court by the terms of which 


anufacturers lately of this city, 
ust pay to the estate of the late 
eter Donnelly, shoe merchant, the 
m of $3500. 

The decision appears to serve 
tice to business men to be careful 
dealing with executors of estates. 
it happens that the executors are 


ve to pa 

When Peter Donnelly, one of 
ynn’s well known retail shoe mer- 
ants died in 1914, his son and 
idow, as executors, undertook to 
rry on his business with funds of 
The business proved 
nsuccessful and the money of the 
tate was lost. In 1915 Levirs & 


d brought suit against the execu- 
rs. They consulted an attorney 
nd through him collected some 
oney due the estate on a mortgage 
nd paid the bill. 

Subsequently through the advice 
attorneys retained to act for the 
tate suit was brought to recover 
ihe money paid Levirs & Sargent 
m the ground that the payment 
as a breach of trust. The supreme 
urt in ordering a decree for the 
laintiff says: Pati 
“Not being empowered b¥ tHe will 
r the court to continue the retail 
oe business, the use of the assets 
f the estate for that purpose was a 
reach of trust. he resultant 
losses were a waste of property, for 
which the former executors and all 
who knowingly joined with them in 
the —s ropriation are personally 
ccountable to the plaintiffs.” 


HODE ISLAND 
MERCHANTS ELECT 





PROVIDENCE, R. I.—George 
. Pierce was chosen President 
pf the Rhode Island Shoe Retailers’ 
Association at the second annual 
banquet and election of officers at the 
Turks Head Club. In addition to 
he election matters relating to the 
hoe retailing trade and the associa- 
ion were discussed. H.T. Mason of 
he Boston staff of the Goodyear 
ire & Rubber Co., the guest of the 
ening, spoke on the development 
nd advantages of fibre soles. 

The officers chosen in addition to 
he President are as follows: Vice- 
President—E. R. Abel; Secretary— 
oy. S. Whitmore; Treasurer—Fred 

S 


enner; Executive Committee— 

. Lafayette, Woonsocket; W. 
VW. Monroe, George Popple, New- 
ort; F. E. Ballou and P. L. Casey. 
Retiring President Ballou presided. 
He was instrumental in intro- 
ucing a motion for the admission 
f associate members, which, after a 
scussion, was laid over until the 
ext meeting. Fred S. Fenner and 
ir. Ballou were appointed a com- 
hittee to take up the matter with 
he Chamber of Commerce of the 
nerant selling of goods in this city 
y outside firms. The nominating 
bmmittee consisted of A. P. Nerone, 
. P. Butler and J. A. Thomas. 





QGHOE WORKERS’ 
CONDITIONS 
BETTERED 


Ten Per Cent Increase and Satur- ‘ 


day Half-Holiday 


BROCKTON, Mass.—The Brock- 
ton Shoe Manufacturers’ Associa- 
tion has voted to offer all employes a 
ten per cent raise in wages, both for 
daily and piece work, also a 50-hour 
mo § This plan carries a Saturday 
half-holiday for local shoe workers 
throughout the year. It affects 
more than 13,000 factory employes 
in Brockton and adds to the factory 
pay-rolls in Brockton a sum ap- 

roximating $1,300,000 annually. 
he manufacturers’ offer takes effect 
May 1. _ Several of the local unions 
affiliated with the Boot and Shoe 
Workers’ Union have voted unan- 
imously to accept this offer. There 
is no doubt that others will take 
similar action. 


NCORPORATION 
DETAILS OF 
PLANT BROS. CO. 


AUGUSTA, ME.—Plant Bros. & 
Co., of Manchester, N. H., have 
incorporated under Maine laws with 
a capitalization of $280,000 paid in. 
The stock is divided into $170,000 
Common; $110,000 Preferred. The 
officers of this company are: 

President, Thomas C. Plant; Vice- 
President and General Manager, 
Alfred C. Grover; Treasurer, Wil- 
liam F. Plant, Jr.; Secretary, Al- 
bourne B. Long. 

The above officers and the fol- 
lowing comprise the Board of Direc- 
tors:—Everett G. Plant, Frank E. 
Eno, and John E. Leavitt. 

This Company is specializing suc- 
cessfully on black shoes only. They 
are now making from 2100 to 2400 
pairs of shoes a day. The sales for 
this company for six months, ending 
March Ist, were $485,000. 


VERMONT WANTS 
SHOE FACTORY 


ENOSBURG, FALLS, Vt.—Local 
individuals learning of parties in 
Haverhill, Mass., desiring to locate 
a shoe ~ag ere plant in a 
community able to furnish water 

ower, had their representative, 
. H. King of Boston, make a visit 
here to look over the situation, and 
a personal canvass of the repre- 
sentative citizens was being made 
with encoura ing results. r. King 
states that all those interviewed by 
him expressed themselves as ready 
and willing to co-operate for the 
urpose of securing this industry. 
ohn E. Maguire of Haverhill, is said 
to be the head of the enterprise. 

The enterprise in question, says 
the representative, would employ in a 
short time about 200 hands and it is 
said thatthe pay roll would ap- 
proximate $2,500 weekly. The capi- 
tal required would be in the vicinity 
of $50,000, the bulk of which would 
be offered to the town and farming 
community. 


‘LETTERS ADVERTISED 


Letters were advertised in the | 


Boston Post Office for week endi 

March 10 for Sane Boot an 

Shoe Co., National Shoe and Supply 

co and Co-operative Leather Sales 
oO. 


Order Sheet and 


TOPEKA, Kas. (By Telegraph)— 
The Fifth Annual Convention of 
the Kansas Shoe Retailers’ Associa- 
tion in the Topeka Auditorium with 
an attendance of about one hundred 
and fifty. A notable feature was the 
unusually large exhibit of shoes by 
forty-one manufacturers, arranged 
in booths on the main floor of the 
Auditorium where the Convention 
was held. 

Following the report of the Nom- 
inating Committee, composed of 
Messrs. Orr, Nelson, Mittelbach, 
Bloomfield, Templeton, the following 
officers were unanimously elected: 

Leo O. Morgan, Wichita, Presi- 
dent. 

C. L. Brosius, Wichita, Secretary. 

Adam Kfaus, G. L. Bend, Treas- 
urer. 

Deacon Orr, Winfield, Sergeant 
at Arms. 

Vice-Presidents, J. S. Mittelbach 
Iola, W. W. Miller, Olathe, E. E. 
Ellsworth, Hutchinson, H. F. Reed, 
Parsons. 

The Convention decided against 
holding joint convention with the 
Missouri Retail Shoe Dealers’ As- 
sociation at Kansas City next year, 
and it was voted unanimously to go 
to Hutchinson, Kansas. 

The presence of A. F. Sloane, 
Field Secretary, of the National 
Shoe_ Retailers’ Association was 
heartily acknowledged by a vote of 
thanks, and ten individual member- 
ships in the National Association 
were given to him. 

A committee represnting traveling 
salesmen recommended that next 
convention be held on Monday and 
Tuesday and that more time be set 
apart for viewing the shoe exhibits. 

The healthy financiak conditions 
of the Association was developed 
in the report of the treasurer, show- 
~—— in treasury. 

he following resolutions were 
unanimously adopted by the Con- 
vention: 

That the Kansas Shoe Retail- 
ers’ Association wish to go on 
record as favoring the following; 

First—A uniform standardized 
order sheet, such as will meet the 
approval of the National Shoe 
Retailers’ Association and the 
National Association of Boot and 
Shoe Manufacturers. 

Second—A standard size of 
cartons for rubbers. 

Third—We favor a national 
style committee to be appointed 
by the National Association who 
shall at the next National Con- 
vention in Chicago, have dis- 
played such models as shall repre- 
sent the new styles for the fol- 
lowing season. 

Fourth—We express our deep 
sense of gratitude and apprecia- 
tion to the press of Topeka for 
the generous publicity given this 
convention. 

Fifth—That we extend our 
thanks to the officers of our 
Association and to the officers 
of the National Retailers’ As- 





sociation, A. F. Sloane, Field Sec- 





KANSANS ASK FOR 
SHOE STYLE BOARD 


Oppose Trading Stamps --- Want Uniform 


Standard Cartons 


retary; to the associate members, 
and trade papers, and to all who 
have assisted us in making our 
convention such a grand success. 

Sixth—We endorse the action 
of the Kansas legislature in pas- 
sing a law to eliminate trading 
stamps, coupons and similar 
premium devices. 

The Resolutions Committee 
was composed of Messrs. Morgan, 
Kimball, Graybill, Babcock, 
Hamilton and Nelson. 


EATHER ALTER- 
NATES VALUE 
DEBATED 


Harrisburg Merchants Hear 
Varied Opinions 


HARRISBURG, Pa.—At the first 
annual banquet of the Harrisburg 
Retail Shoe Men’s Association, Wil- 
liam Pavord of the Harrisburg 
Shoe Company, in an address de- 
clared that the “scarcity of leather 
today is such that we will be com- 
pelled to take substitutes.” Along 
the line of substitutes, he suggested 
canvas shoes. 

Presenting the other side of the 
question was Mr. Wilt, of the Car- 
lisle Shoe Mfg. Co., who said: 
“‘Leather has been used so long for 
making shoes that a substitute can 
not be put in the market yet. People 
are not educated to that point.’ 

Continuing, however, he said that 
the retail shoe business presents 
better opportunities today to pro- 
gressive merchants than ever before. 

_Another speaker was Robert Ca- 
hill, representing Gordon and Com- 

any, shoe jobbers. Mr. Cahill was 
inclined to look at the question of 
the present day shoe market in a 
serious way and said that the next 
two years will show ‘Whose who 
in the shoe business.” He also said 
that if the retailer can “weather the 
storm”’ successfully for the next two 
years, he can consider himself a, 
pretty good man. He urged the 
retailers to sell shoes today on a re- 
placement plan and this suggestion 
was favored by many of the speakers 
who followed him. 

Other speakers included: Joseph 
Yungle of Devine and Yungel Shoe 
Manufacturing Company; Arthur B. 
McCarter, of Bowman and Com- 

any; William Maxwell, of Dives. 

omeroy and Stewart; Samuel E. 
Ellenberger, Earl Parthemer, Frank 
Payne, Mr. Miller, of Dives, Pomeroy 
and Stewart; William Hess, Mr. 
Parthemore, of the Walk-Over store; 
John Glazier, Mr. Forney, of For- 
ney Brothers; E. A. Lewis, of the 
Harrisburg Leather Products Com- 
pany; W. W. Steckley, Mr. Pike, of 
the Pike Shoe Comms W. F. Saul, 
Eli Goldstine and C. A. Langdon, of 
the Books Shoe Company. 

Arrangements for the meeting 
were in the hands of President John 
Kelley and Secretary Walter L. 
Stern of the Association. 
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EDITORIALS OF THE DAY 


HOW I BECAME A BUYER 
By S. Bamberger 


EATH OF 
BRYAN HARDING 


BOSTON—The sudden death of 
Bryan Harding in this city, following 
an operation for acute. appendicitis 
brings sad news to the many friends 
of the deceased. Mr. Harding was a 
veteran shoe manufacturer having 
been engaged successfully in the 
business for many years at Rochester, 

. Y., and was mp rome | in good 
health within a few days of his death. 
His age, however, being four score 
and three, was no doubt the cause 
for his being unable to withstand 
the shock and passed away a few 
hours after the operation. 

Coming to this country in 1867, 
and shortly after entering the shoe 
business he soon established a repu- 
tation as an efficient executive in 
the industry. Mr. Harding was a 

ublic-spirited citizen and was 
ighly regarded in the Massachu- 
setts legislature during the two 
terms in which he served. 

In 1887, Mr. Harding became 
associated with Wichert & Gardiner 
of Brooklyn, N. Y., and a year later 
he became superintendent and design- 
er for Saller, Lewin & Co, of Phila- 
delphia, Pa. Two years later saw 
Mr. Harding in business under the 
name of Harding & Todd at Roches- 
ter. N. Y. Since 1915, Mr. Harding 
has been in business in Boston and 
was active until he was stricken last 
week. 

His widow, Mrs. Nance Neil 
Harding,and brother, Daniel Harding, 
survive him, in addition to four sons, 
eae Frank, Charles and Jonph. a 
aughter, Mrs. Gardner W. Leach 
and a sister Mrs. Julis Carol. The 
funeral services were held in Roches- 
ter on Tuesday morning and were 
largely attended, many of Mr. 
Harding’s old associates and shoe 
trade friends being present. 





NEW SIGNET, STORE 
OPENED 


NEW YORK CITY—The Signet 
Shoe Co., retail distributors of Rice 
& Hutchins shoes will open on Tues- 
day, March 20, a very handsome 
store at 1345 Broadway between 
34th and 35th Streets. W. E. 
Roberts, for some time connected 
with the Bronx, Signet Shoe Store 
will have charge. 

The Signet Shoe Company’s store 
at 557 Fulton Street, Brooklyn, 
has been entirely remodeled, new 
shelving, new front, new cashier’s 
office, new seats, new lighting effects. 
Both stores, the new Broadway 
store and the remodeled Brooklyn, 
store are done in gum wood. 


BIGGER SALES THROUGH BETTER WINDOWS 
RETAIL ADVERTISING HELPS AND CUTS 





Leading Features in This Issue 


41 , THE COST OF DOING BUSINESS 
How Are Merchants Buying? 

PARIS SHOE STYLE FEATURES 

WINDOW DISPLAYS AND SHOWCARDS 

THE TRAVELING SHOE SALESMAN 


42 
44 


47 


50 


HOE TRADES CLUB 
PROGRESS 
AND PLANS 


BOSTON—The newl 
Shoe Trades Club for which a tem- 
ey organization has already 

een formed has as one of its prin- 
cipal objects the development of 
Boston as a market center that will 
maintain and extend its place 
amongst the shoe cities of the 
country. Tentative plans include 
the inauguration of shoe style shows 
of a unique character in January 
and July each year, and this and 
other activities planned for the club 
are all designed to act as a magnet 
in drawing old and new buyers to 
Boston. During those months it .is 
lanned to have leaders in manu- 
acturing and merchandising give 
talks of an informative character and 
everything will be done to make 
Boston market visits even more 
profitable and attractive than it 
ever has been. The plan is to 
create a club in every sense of the 
word and some of the biggest men 
in the shoe and leather and allied 
industries are numbered amongst 
the seven hundred who have already 
signed up. It is planned to increase 
this number to one thousand within 
the next few weeks andjthen keep 
on going, but this result can only be 
achieved by a little enthusiastic 
work on the part of all interested. 
It is estimated that there are be- 
tween four and five thousand people 
eligible for membership amongst 
those holding the rank of buyer, 
upwards, -in the slioe factories and 
stores and the leather and findings 
branches, and amongst the salesmen 
connected with all the allied manu- 
facturing interests. United effort 
can make the club a big success and 
if every one now signed up will go 
out after only one more, the thou- 
sand mark can easily be passed and 
even doubled in the next few weeks. 

With the entrance fee and the 
annual dues set at $10.00 each, it 
follows that the bigger the member- 
ship the more finances there will be 
to work with and there is no real 
reason why a membership of from 
2000 to 3000 cannot be achieved 
with a corresponding increase in the 
club’s activities. ‘hose who are 
not yet signed up are urged by the 
committee to get their applications 
in as soon as possible to etary 
Arthur L. Evans, 166 Essex Street, 
Boston. 


rojected 


BROCKTON, Mass., March 17— 
John S. Kent, head of M. A. Pack- 
ard Co. and president of the National 
Boot and Shoe Manufacturers’ As- 
sociation, left today for a two weeks’ 
Joong & at Hotel Carolina, Pine- 
hurst, N. C. 





RUBBER REALM 
THE LEATHER MARKET 
COMMENT IN SHOE CENTERS 


46 WANT ADS AND OPPORTUNITIES 


CHANGES IN BUSINESS. 


49 BUYERS’ EASY REFERENCE PAGES 


INDEX TO ADVERTISEMENTS 





EATH OF SIMON 
HIRSHBERG 


BOSTON, March 15—The funeral 
of Simon Hirshberg, veteran shoe 
merchant of this city, took place 
esterday morning from his Brook- 
ns residence, where he died of 
heart failure on Sunday at the age 
of 73. 

Born in Germany, he came to this 
country when eight years old and 
settled with relatives in Ohio. Later 
he came to Boston and entered the 
wholesale shoe business, having an 
office in the Albany Building at the 
time of his death. At one time he 
had a chain of stores through New 
England. His widow, who survives 
him, was a niece of the late William 
Filene, founder of Wm. Filene’s 
Sons Co. Three sons, Eliot, Herbert 
and Walter, and two daughters, 
also survive. 


USSEAU A 
FIRE HERO 


TOLEDO, O.—At last week’s big 
Convention, the ing of a flash- 
light was the cause of a section of the 
exhibition hall breaking into flames. 
Through the agility and presence of 
mind of Ralph R. Dusseau a serious 
conflagration was averted. He ran 
the extinguisher truck to the blaze 
and played the chemicals on the. 
rafters. 

Mr. Dusseau, formerly a sales- 
man in the store of the B. R. Baker 

Toledo, is now a representative 


of the Toledo Button Machine Co. 
NEW 
PORATION 


CHATTANOOGA, Tenn.—With 
a se omg of $10,000 Howard-Vinson- 
Gibbins, Inc., have applied for a 
charter to operate a shoe, clothing 
and haberdashery establishment in 
the old Colonial theater building, 
726 Market Street, which will be 
remodeled at once. S. F. Howard, 
C. E. Vinson, H. L. Vinson and 
others are incorporators. The lease 
of this building has eliminated all 
vacancies on the block extending 
from Seventh to Eighth Street, the 
K Shoe Co., having leased 
the only other vacant building. 


SOUTHERN 
SHOE COR- 


Enlarges and Adds Repair Shop 


NEW ALBANY, Ind.—Charles 
A. Schan has practically doubled 
the size of his shoe store by leasing 
adjoining quarters and connecting 
the two rooms. -He also intends to 
instal complete repair equipment. 


102 

. 103 
27-29-31 
104 








GHOE MANUFACTUR. 
ERS ORGANIZE UNIT 


Interesting Development of 
Chamber of Commerce 
Work 


LYNN, Mass.—Shoe manufec- 
turers allied for the promotion 
their mutual interests in Unit 44 o 
the reorganized Lynn Chamber of 
Commerce, at their unit organiza- 
tion meeting yesterday elected F. a 
Stetson of the Watson Shoe Co., a 
Chairman, and created four sub- 
divisions: A—manufacturers of la- 
dies’ shoes; B—misses and children’s; 
al ig ve and turns; and D— 
men’s, boys’ and youths. 

The Lynn Chamber now consists 
of numbered units each representing 
a separate industry, and fifty Lynn 
shoe manufacturers (about half of the 
city’s total) comprise Unit 44, 
which embraces in_ its membership 
all thg,members of the Lynn Sho 
Manufacturers’ Association, as well] 
as about thirty other smaller manuv- 
facturers. 

Each subdivision will deal with 
problems peculiar to itself, while 

eneral matters will be dealt with 

y the unit as a whole. It is an- 
ticipated that is organization, 
embracing as it does the members o! 
the hier ban , will be in a position 
to help greatly the development of 
Lynn shoemaking and pros- 
perity of the city. 

The bulk of the shoe manufactur- 
ing business of the country is car- 
ried on by the great middle class of 
shoe manufacturing firms, and in 
Lynn this class is strong, as there 
are forty-three firms that make from 
500 to 2500 pairs daily. Seventeen 
Lynn firms are in'the class of large 
shoemakers, proces. more than 
2500 pairs daily, and the remainde 
are in the class of small factories’ 
making less than 500 pairs a day. 

( 





Hoyt Traveling West 


BOSTON—Charles C. Hoyt, of 
Farnsworth, Hoyt & Co., this 
city, who is enjoying a two-months’ 
vacation in the West, accompaniet 
by Mrs. Hoyt and other members of 
his family, left Pasadena, Calif. 
last week, en route for San Fran 
cisco, Seattle, Portland, Salt Lak 
City, Colorado Springs, Denver an 
St. Louis. He writes that the party 
has had! perfect weather aaa a 
“all well.”” On the way out, the 
visited the Grand Canyon. Amozf 
the prominent New England mem 

s of the trade that Mr. Hoyt 
recently met in California’ we 
Albert M. Creighton of Lynn,. Danie 
W: Field of Brockton; E. C. Mills « 
Boston and George P. -Crafts ¢ 
Manchester, N. H. Mr: Hoyt 
return to Boston early in April. 


Cc. C. 
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T°? THE DEALER WHO 
HAS UNSUCCESSFUL- 
LY TRIED TO DO A BIG 
VOLUME SLIPPER. AND 
PUMP BUSINESS, FOX 
FOOTERY IS LIKE A RAIN- 
BOW AFTER THE STORM. 


FOX FOOTERY IS REFINED 
ENOUGH FOR THE MOST 
DELICATE—SAUCY ENOUGH 
FOR THE BOLDEST—HIGH 
GRADE ENOUGH FOR THE 
MOST DISCRIMINATING— 
FASHIONABLE ENOUGH 
FOR THE MOST EXTREME. 
BUT FOX FOOTERY IS 
MORE THAN GOOD—MORE 


BOOT AND SHOE 


RECORDER 


THAN MODISH. IT IS 
PRICED TO PLEASE THE 
PURSE OF THAT GREAT 
CLASS WHOSE DOLLARS 
ARE LIMITED—THE BULK 
OF YOUR TRADE—THE 
BROWNS AND SMITHS AND 
JONES AND GREENS. WHO 
HELP YOU PAY RENT. 


FOX FOOTERY WILL SNAP 
UP YOUR WINDOWS AND 
MAKE THEM PAY. IT WILL 
SPICE UP YOUR ADS— 
CREATE TRADE AND HOLD 
IT—STRICTLY ON MERIT— 
REPUTATION BEHIND IT— 
FASHION AT THE WHEEL. 
WHY NOT ACT ON “THAT 
FOX IMPULSE” RIGHT 
THIS MINUTE AND ASK 
FOR DETAILS? 


CHARLES K. FOX. INc.. Havernnie, Mass. 
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THE SHOE OF THE DAY 
FOR THE MAN OF THE HOUR 
BARRY SHOES ARE “UP-TO-THE- 
MINUTE” TOO 


You will find that the Barry Line immediately arouses the admiration of your 
entire sales force. This is one reason why you can sell BARRY SHOES quickly and 


at a good profit. 
Then at the season’s end there are no “left-overs’”’ on BARRY SHOES that 


must be considered as undesirable and sold at a loss or profit. Just the opposite is 
true. You can turn your stock many times in a season when BARRY SHOES are 


carried as your leader. 


BARRY MEN ARE NOW ON THE ROAD 


With the BARRY LINE for FI’, and they have with them a proposition that will surely prove 
interesting to you. ‘All the staple styles and conservative models, as well as the latest novelties, are 
as usual included in the BARRY LINE. FOUR NEW LASTS, each with its own distinctive fea- 
tures, are further evidence that Barry Styles are always in keeping with the latest style tendencies. 

Watch and wait for BARRY’S RAMROD—an extreme English toe that is bound to prove 


popular. 


STOCK FOLDER IS READY IT’S YOURS FOR THE ASKING 


T. D. BARRY COMPANY 


BROCKTON, MASS. 


NEW YORK, 819 FLATIRON BLDG. 183 ESSEX ST. BOSTON 
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PREPAREDNESS 


Every thinking man in the country is today 
interested in preparedness. 

It doesn’t only mean that we should have a 
big army and navy. It also means that we 
should all be efficient. That we should do 
all things along sane, sensible lines. That 
we should be economical and not wasteful. — 
Now is the time to begin. Don’t wait. 
Don’t be caught unprepared. 

Hardy Hide made into work shoes is the very 
most efficient, economical, sensible thing we 
know how to do. 

We make this positive claim, knowing that 
if it isn’t true we will lose your confidence, 
and that would hurt us. 


Let our salesmen prove it to you. 
Harsh & Edmonds Shoe Company 
Milwaukee, U.S.A. 


“MADE IN MILWAUKEE ~ 





4 


Until April Ist 


Stork Baby Shoes—“N” Grade 
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PTTL 


---We are prepared to supply for immediate delivery 


(Formerly our 50c retail sellers) 


at $5.50 per doz. prs. 


Any style, color or size 


In 300 Pair Lots Only 


Orders for less than the above amount at $6.00 per doz. 


Cc lete Catalog of " T\Jy ~ k C Our Stock Dept. 
RK Styles on Request. e stor OM PANDY  Promptiy supplies 


72 Broad Street, Boston, Mass. Four “Sizes” 


PITTI 














ri 2187—Women’s Wh.te Os- 
® / tend 9-inch Lace, White W H | } KE wy 
® Painted Sole, Louis Heel, 
‘© Goodyear Welt. C, D and 
E. 2% to7........ $3.25 : 
® 2829— Women’s White Sea 
® Island 8-inch Polish, Me- 
oh wnt ae WE CAN DELIVER 
@; 2830—Same as above, with . 
. 226 « | 
| een Them to You 
® ™~ 
| AT ONCE 
| z= 
~~ 4 Be Prepared to Supply 
rac 4 Your Big Easter Demand 
HS 
+“ \ \ ’ Prices Subject to Change 
~~ Dn Without Notice 











ae 


R-D-SMITH & SONS CO: 
CrunAiroeoeeaG QO 
Made Good ln IG5Q <= ATITEVER SINCE 
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FOR MEN 


HERE’S AN UP-TO-DATE 
CITY TYPE OF SHOE 


It’s a cherry calf bal, imitation 
wing tip, on the popular Mar- 
bridge last. Carries a low, broad 
heel, single sole. 


The four new lasts in the fall line, as 
well as the other samples, are now in 
the hands of the traveling salesmen 
who are out on the road—the same 
reliable men with the same reliable 
styles. 

Mr. F. H. Foss will cover Pennsylvania and 
West Virginia; H. K.Dunn,Iowa and Illinois; G. 
S. Dyer, New York State, New York City and 
northern New Jersey; H. M. Hamilton, part 
of Pennsylvania and the South; C. P. Herr- 
mann, from Denver, West; W. K. Hopler, 
South Atlantic States; G. J. Lovely, New 
England; G. W. Manson, Oklahoma, Kansas, 
Missouri and Arkansas; E. B. Slocum, Chi- 
cago, Wisconsin and Michigan; J. A. Warren- 
der, Ohio and Indiana. 


gst Sete FF gether” 

















The Dalton Company, Inc. 


Makers of Honest Value Shoes 


BROCKTON, MASS. 


BOSTON NEW YORK CHICAGO 
183_Essex St., R. 405 651 Marbridge Bldg. 1415 Great Northern Bldg, 
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Metal 





What’s in a Name? 


You are entirely correct in looking Gun metal Calf has been noted 


for, and expecting unusual qualities 
in Gun Metal Calf. Here we have a 
leather suitable for the trim costume 
footwear which is so much in de- 
mand; a leather that is mellow, yet 
strong, and makes up into shoes that 
are at once a delight to the eye and 
a comfort to the wearer. 


for its durability and all-round 
service ever since the time we first 
brought it out fifteen years ago; its repu- 
tation is firmly and irrevocably estab- 
lished, and the spirit of the entire Law- 
rence organization will continue to be 
represented in it, to the end that manu- 
facturers and dealers using it willjcash 
in on the Good-will that is theirs when 
making and selling shoes made with 


GUN METAL CALF. 





The shoe illustrated above is representative of the present style- 
tendency in color combination, top of the newest shade 


of Gun Metal---Steel Grey, with Black Gun Metal Vamp. 


A.C.Lawrence Leather Company 


161 SOUTH STREET. BOSTON. MASS. 


CHICAGO ST. LOUIS CINCINNATI ROCHESTER GLOVERSVILLE 


NEW YORK 
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C. & R. Slippers and Boots for Women 


Distinctiveness of costume is the great feature of women’s dress. Our 
shoe styles show a cleverness in creation which makes them match up 
nicely with the dress fashions now in vogue. There are opportunities 
for big things in the C & R_line for you. 


















CHESLEY © RUGG 


Men’s and Women’s Turn Slippers 


N HAVERHILL : . MASS. 


y; New York Office: W. B. Wynns, Marbridge Bldg., 34th and Broadway 
Boston Office: 89 Bedford Street 





BE Rea paige 











X 


ERY pair of RINE 

soled shoes sold right 
shouid mean a recall for RINEX 
soles on the next needed _ pair. 
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In ordering shoes for next Fall and Winter 
remember to specify RINEX Soles. 
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Our Price 
75e 
to 
$10.00 
the 
Pair 





Cut Steel Pattern, 1009 Cut Steel Pattern, 1115 


ene 


\ . 


2,7 Fae Vee 
Yrs Pa Nope 19 
s y 


Various Designs 
May Be Purchased 


in 


CHANDLER’S 
CUT STEEL 
BUCKLES 


Jet--Bronze--Steel 


are 
‘ 





Bronze, 1007 
Embellish Your Pumps and Colonials with CHANDLER’S CUT STEEL BUCKLES 


Our buckles are very thoroughly made, each unit being carefully riveted to substantial white metal. The facets are clean cut and beautifully polished, 
adding a lustre equal in beauty to rhinestones. Pumps, Colonials and Slipper ornaments in great varieties. 


Write for sample orders to 


C. A. BROWNING, CO., 30 smeseea St., Boston, Mass. 


ren Saas chesnut Weesten F niall Ends? 


Do They Enjoy Twisting and Pushing a Piece of Fuzzy 
String Through Small Eyelets? 


You can easily gain their good will and future orders by selling them 
the best shoe lace made. 


“HUBTIP” ““NovEN re SHOE LACES 


EVERY PAIR PACKED IN AN ATTRACTIVE SINGLE PAIR CARTON. 72 CARTONS. 
IN A HANDSOME COLORED CABINET WITH COUNTER DISPLAY EASEL. 


9 metal in the tips of “HUBTIP” Shoe Laces, consequently, they 
remain aiways a permanent wviack . Never Shp. 


Made of fast color toraid, will wear twice as fons as ordinary laces 


*“HUBTIPS’’ Always Look New, Are Fast Color 


GUARANTEED TO 
NEVER PULL OFF NEVER FRAY OUT NEVER WEAR TINNY 


Made in 27, 30, 36, 40, 45, 54, 63, 722 inch lengths. Put up also in cabinets of assorted lengths. 
Colors, Black or Russet. Send us your order now for trial cabinet. 


Frank W. Whitcher Ce. ae MAKERS ; Boston, Mass., and Chicago, Til. 
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Sterling 


“H1tcHYouR WAGON 
siey. 
WINNER” 

















THE ONLY ZOO-BORN ZEBRA IN THE WORLD 


Far from the home of his ancestors in Africa, this baby zebra came into the world 
last Summer at the Central Park Zoo in New York. There was great interest in his ad- 
vent among the staff of the institution and among animal students everywhere, for he is 
said to be the first zebra born in captivity. 


The youngster bids fair to grow to maturity, and will be an object of much curiosity on the part of 
visitors to the Zoo, occupying as he does the unique position of the only Zoo-born Zebra in the world. As 
unique is the distinction of the Sterling winners as supreme among the shiny leathers. Hitch your wagon 
to the winners 


StecliifGolt Sterlite Kid | 


BRISTOL PATENT LEATHER COMPANY os oe BOSTON 

















RESSEZS E355 335522 22504032333 30181 i 
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A A A A EU A ON 


SIMPLICIT Y---Of Construction--- P 
Of Operation --- Of Maintenance p 


have placed the FASTENATOR Button Machine first in its field. 
It is as simple as a machine can be made --- and made right! <p 


There isn’t an ounce of excess metal on it anywhere. It’s ‘‘the machine of 
fewest parts’’ --- and every part is right! 


It puts on buttons --- every kind -- every time --- does this speedily and 
ALWAYS! 


oe 


MACHINE 


will be a source of constant profit to you — It will save your time and your customer's 
time. 


The item of cost is slight. For the small- The larger merchant will find the 
er merchant the stripped machine (using machine equipped with an electrically 
button tubes taking all needed buttons) driven hopper a great advantage when 
will suffice. many buttons are to be put on. 

The price complete........ $65.00 The price complete....... $125.00 


FASTENATOR repair and upkeep SERVICE is back of every machine we sell. 
There is one of our service stations near you! 





Why not get in touch with us today ? 


The AUTOMATIC MANUFACTURING COMPANY 
78-82 Reade Street, New York City 








Veuve Ve Vee Ye 






Wire for 30,000 operations 
free! 


DASARI BRIBE BBP OBB BIE, 
— — . << 06 aes <— — — a — a — — a — rE 


- 


CAN SHIP PROMPTLY 
ORDER NOW 






"ME FINEST Garg, 
1 
SCHOVREO M10 AND 
CAL LEATHERS 
sue 





POWDER 


CLEANS & RECOLOR KE WE 10c size Per Gross $ 9.00 

SU) 0) --meler4 = a BEFORE Per Gross $21.00 25c size Per Gross 21.00 
FOOTWEAR 
FRR g 


WHITTEMOR 














Per Gross $24.00 


\ 





Al! Colors 
Per Gross $24.00 Per Gross $21.00 





< 


: 
j 
4 
j 
Z 












Palm Beach Dressing 
Per Gross $9.00 


‘ aN ; White Heel & Edge Dressing 
Per Gross $24.00 


» 5 WHITTEMORE 


i 


* BROS. CORP. 
BOSTON 


10c size Per Gross $ 9.00 Ask Your Jobber’s Salesman or Write 10c size Per Gross $ 9.00 
25c size Per Gross Us at Boston for Complete Catalog Per Gross $21.00 25csize PerGross 18.00 
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The Lightest Weight 


Sole Leather Known 
..-that’s RUBBER KROME 


Resilient --- exceptionally 
flexible and giving double 
the wear of the ordinary 
leather, RUBBER 
KROME is a truly ideal 


summer wear sole. 


Pure through and through 
LEATHER.-.--tanned in a 
new and better way---that’s 


the story of RUBBER 
KROME. 


J.-W. & A. P. Howard Co. Ltd. 


Corry, Pennsylvania 
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“VERY, VERY 
ATTRACTIVE!” 


--- WELL DESCRIBES “M-C’’ 
McKAYS--ALL THE LOOK 
OF WELTS, AT A LESS PRICE. 
THESE SHOES WILL SWELL 
PROFITS FOR YOU. 










Ladies’ Cuban Polish, 
Vici Vamp and Quarter 
White Kid Collar and 
Front Stay, Cuban 
Louis Heel 
Note the nattv 
pattern, the 
stylish last, 
and thedressy 
effect of the 
whole shoe 


MITCHELL-CAUNT CO. 
FACTORY AT LYNN, MASS. 
BOSTON SALESROOM, 72 LINCOLN STREET 






















in 


Refined 


fabrics are bound to 


styles 


retail readily and 
steadily the coming 
season. 


A. F. Smith’s giove fitting foot- 
wear has been a brand of distinc- 
tion for more than fifty years. 



































Norwich 
Fixtures 
Sell More Shoes 






The use of Nor- 
wich Fixtures, not only 
enables you to make bet- 


ter displays, but the high 
reputation they bear insures per- 
fect satisfaction and full value for 
every dollar expended. Send for 
our catalog. 


The Norwich Nickel & Brass Co. 


NORWICH, CONN. 
SALESROOMS 








BOSTON 


NEW YORK 
26 Kingston St. 


712 Broadway 
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LEVOR BUCK. 


Made of Cabretta skins finished on 
the flesh side. Chrome tanned. .. 
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The most attractive topping stock for 
high class shoes . ee 
z In desirable fashionable shades, kdeal in appearance. 


CFs HAY OC) Sere LO) YNPAN eRe 
Manufacturers, GLOVERSVILLE.N.U. 


NEW YORK, 88-90 GOLD STREET. — 
Johns. 77, Stephens Fatton Leather ©. St louis The (CHM AT Compani) horton. 
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EVERYBODY KNOWS 


that HAGERSTOWN Quality means GOOD SHOES 


301—Gun Metal Button 


302—Patent Colt Button 1.50 1.90 2.40 
300—Black Kid Button 


235—Tan Lotus Blucher | 
245—Black Calf Blucher 
265—Tan Elk Blucher "2S. 2:25 2.75 
275—Black Elk Blucher 
320—Tan Lotus Button | 





HAGERSTOWN SHOE & LEGGING CO. 
HAGERSTOWN, MARYLAND, U.S. A. 





IN STOCK 
IMMEDIATE DELIVERY 


Ladies’ Cherry 
Russia Calf Lace 


. Width‘AA to. D 


Price $5.50 


4 No. 340 
42a Lt. on 1% inch heels. 


J. E. FRENCH CO. 


ROCKLAND, MASS. 
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WHITE BUCK BOOTS 
ror IN-STOCK 








SEVERING 2 Nena 








WINNERS 
FOR 
THE 
EASTER 
TRADE 





$ STYLE NO. 935 

@ Goodyear Welt, Wood Covered Heel 
@) and Plate, Widths B, C & D 
@ 
© 
© 





Price $4.60 








STYLE NO. 725 STYLE NO. 937 
Flexible McKay, White Enamel Heel and Edge, Widths, C&D » Goodyear Welt, White Fibre Sole and Heel, Widths C & D 
Price $3.75 Price $4.25 


WIRE ORDERS AT OUR EXPENSE 


A.M. CREIGHTON | | 


LYNN, MASS. | 


REA a ERR OI 





SOCHORERODUOUOUUCUUUUUEEAEOOUOUUUOULCUSERECEGOOOEUUUUCUOOOOOOOOUUUOCHUUOESOOOOOUCCOESOOUOOUCUCUSEOUGEROOOOOOUUOUUOSUSOOOOOOOOOOUCUCUCUSONOOOOUOUOUCHONOSOOOOOUUOEOUCHOUDEOOOOUOOOOUCURSSOOOOOOOOCUSHRDENSOOOOOOOOESENOOOONOOROORONOOERENOOOES 
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Prepare For ‘Easter and Summer Trade 
Stock Up NOW 


SPATS 


SIT 





SSS SS OS LSS eee eee 


———— <r 





Sie 





and Wanigans, etc. 


BOOT AND SHOE RECORDER 


Samples on display at our 


BOSTON OFFICE 
207 Essex St., R. 404 


CHICAGO OFFICE 
200 Lees Building 


Women’s 6 and 9 Buttons. Men 6, 7, 8, 
10 Buttons, made of MEL TON. “BRAY ER, 
KERSEY and Special Fabrics. 
Bear in mind our “Siesta” line of Felts, Cretonne, Kid and Ooze Slippers, 





March 17, 1917 





10 inch 


“COAST LINE’’ 
BATHING SHOES 







—s Doz. 
6.75 


Only one of many new and attractive styles. 


‘Capitol’? Lamb’s Wool and Quilted Satin Soles, Wool Ba's 


THE WILEY-BICKFORD- el CO. 


HARTFORD, CONN. 


Style B575.....$4.50 
Black Glazed Kid Foxed 
Lace, Pearl Cloth Top, 
9% Inches, 16-8 Lestins 
Half Louis Heel, Welt. 


FACTORIES AT 


ADDRESS EITHER OFFICE 
TITTLE 


Two New Spring Styles 


IN STOCK 


Remarkably attractive 914-inch boots 
ready for delivery March 25th. These 
will be the center of attention as soon 
as they appear in your show windows. 
Order today and secure them for your 


Easter business. 


Will be carried in AA, 4% to 7; A. 4 to 7; B, 3 to, 
7; Cand D, 2% to7 


TERMS 30 DAYS NET 


Prices subject to change without notice 


CP Forg & Cos 


ROCHESTER,N.Y. 


New York Office, 127 Duane St. 


E. H. Talbot 


WORCESTER, MASS. 








Style B576 $5.25 
Pearl Gray Velvet Calf 
Lace, Pearl Gray Cloth 
Top, 9% Inches, Covered 
Wood Heel, Welt. 





~ iia 





LE ae tae 
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Two Wondertul Values in 


that have 
fairly 


Backed 


Everything Else White Nubuck Bal, Imitation Wing Tip, 


English Welt, White Finish Sole and Heel. 





White Sea Island Lace, Three-Quarter 
Fox, Flexible McKay, White Finish Sole 


and Heel. tf h 2 
A-B-C-D O tnis init A-B-C-D ae 
meee RR Ane MEO ile ' 


Page ! 2" $3.00 


[hey’re in stock NOW, but you'd 
better order today! Others know 
big values when they see them, too. 


BUY WHITE 
AND BUY RIGHT 


SAMUELS SHOE COMPANY 


IN-STOCK SHOES 
1410 WASHINGTON AVE., ST. LOUIS, MO. 


NO WE COULDN’T DO IT! 


We intended devoting this entire 
pase to white shoes, but these two 
lack beauties insist on recognition 
—and they certainly deserve it! 


Orders filled on the day received— 
but only as long as our present stock 





lasts. 
Patent Colt Lilly Jane, Flexible McKay, 
White Kid Quarter Lining. Patent Colt Twin Strap, White Kid 
Quarter Lining, Flexible McKay. 
D-E Dz 

814 to 11, Low Heel............ .$1.60 i 

1134 to 2; Low Heel... ||: 1.85 snit to x Loe Ted.......------ 91-40 
214 to 7, Low Heel............. 2.15 21% to : Semen 2079+"? '*2 185 


Same in Gun Metal, No. 119. 
Same in Patent Mary Jane, No. 110. Same in Patent Mary Jane, No. 450. 
Same in Gun Metal Mary Jane, No. 111. Same in Gun Metal Mary Jane, No. 451 





Note Specially This 
Splendid Value at 


In 8 Different Styles 
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sink wad of 


WOMENS NOVELTY, FOOTWEAR 
138-140 ‘Duane St ST C2b/O 


\ 





Our Latest Coup 


$7.00 


20—Foederer’'s Cream Kid Vamp, 
whole quarter of ivory cloth, kid 
covered, full breasted wood, Louis 
heel, new square throat pattern, 
9-inch wave top. -AA to C. Turn 
sole... ; . Price $7.00 


41—Same as above, Goodyear 
welt. . ... Price $7.00 


21—Grison’s Pearl Grey French 
Kid Vamp, whole quarter of pearl 
grey cloth, kid covered heel, as 
No. 20, Turn. AA to C. 


Price $7.00 
42—Same as above in Goodyear 
welt. . ‘ . Price $7.00 


22—Light Battleship Grey Kid 
Vamp, whole grey cloth quarter, 
and kid covered heel as No. 20, 
Tur. AA teC....«.. Price $7.00 


43—Same as above, Goodyear 
welt..... ........Price $7.00 


23—Havana Brown Kid Vamp, 
whole ivory cloth quarter, brown 
kid covered heel as No. 20, turn. 
pe errr Price $7.00 


44—Same as above, Goodyear 
welt................ Price $7.00 


Newest and Smartest Easter Boots In Stoek 


Manufactured In Brooklyn Exclusively For Our Trade 


EW YORK CITY is now the 

style center of the world. We: 

are in the very center of it---and in close i 

touch with every new development of 
shoe and garment style. 


Carried in stock on our racks at all times are 
‘the most preferred. and out-of-the-ordinary = : 
shoe styles, to which new patterns and new 
lasts are constantly being added. 


Herewith are pictured ‘styles that the most 
discriminating will prefer. Make your rela- 
tionship closer with us today by ordering 
sample dozens from these attractive numbers. 


WIRE ORDERS COLLECT 
NEW ACCOUNTS PLEASE SEND REFERENCES 
Terms 2% 10 Days 


SUCURCCCCRCOEEROCOCRCORCCCCECUOCUCCURCCCORUCECROCCROCRCRROCSOSCCCRRCROUOROCORUREOUGHCOOUCUGRURORREERRORBRB ES 











at 








1157 - 55 - 53 


1157—All White 
Kid 81-2 inch 


ing extreme 
New York City 


Last. to D. 
Price $6.00 


1155—All white 
Sea Island (as 


full foxed pat- 
tern, covered 
wood Louis heel, 
plain toe, white 
welting, white 
finished sole. 
AA to D. 

Price $3.85 


3011 — Genuine 
Black Kid Turn 
Lace Boot, full 
foxed ttern, 9 
inches h, cov- 
ered wood heel, 
steel plate. AA 
to D. Price $4.00 


3010 — Exactly 
same as above 
with leather 
Louis Heel. AA 
to D. Price $3.60 


3011-- 10 
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1153—Same as 
1155 with white 
enamel leather 
hee.. AA to D. 

Price $3.60 


730—All Patent 
Kid Seamless 
Opera Pump, 
ful breasted, 
Louis Celluloid 
heel, French 
Louis XV_ steel 
plate. AA to D. 

Price $3.25 


731—Same as 
above in Dull 
Kid. AA to D. 

Price $3.25 








303—All White 
Kid Seamless 
Opera Pump, 
new square 
throat pattern, 
full breasted 
wood Louis 
heel, steel plate, 
extremely 
smart appear- 
ance. AA to D. 

Price $3.75 


1143—W hite 
Nubuck Lace 
Boot, same style 
as above, leather 
Louis heel, Good- 
year welt. AA 
to D. Price $4.50 


1149—All Black 
Vici Lace Boot, 
same style as 
above, Stag pat- 
tern, imitation 
perforated, 
straight tip, 
white welting. 
AA to D. 

Price $4.85 





303 


256—All White 


Lawrence Nu- 
buck, 3-4 foxed, 
81-2 inch 
Polish, McKay 
sewed, leather 
eel, all 
white bottom 


and heel. 
D...Price $3.50 


1146 — Genuine 


Boot, stun- 
ning English last, 
year welt, 
11-2 inch Col- 
lege heel. AA 
to D. Price$4.85 


and bottom. B 
toD Price $4.00 


1150—All Black 


730 - 31 








1146 - 803 - 900 
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Popular Novelties for Easter 
All the best styles in fabrics and leathers 


Order now while IN S I Ol KK Get your orders in 
our stocks are in early and be sure 


good shape of deliveries 


















Ae ree $3.60 


Fine White Dove Cloth, Perforated Gray Kid 
Ball Strap, Stay and Foxing, White Ivory 
Sole and Heel, Welt. 


-@eooeeoea2 see & X} 





Style No. 96B.......2sccccccces $5.75 . - - 2 ote 

‘ . 9-inch Polish Boot of White Egyptian Rein- 
8-inch Polish Boot, G Color No. 42 Top, : : p SYP 

Preach American Kid Vamp, Light Welt Style No. B717................. $2.85 ee XV Hel oe 


Sole, Blue Vanity Heel. White Sea Island, Square Tongue, White 


Welt Sole and Heel. 


agen ae 


ere 


S ¢ 











Dawte Mas GOB... ccccccsssssced $4.50 e 
Gun Metal Walking Boot, 8 inches high, Style No. 990 a eee eee $6.10 
Perforated Vamps, Imitation Facing and Tip, 8-inch Polish’Boot of White Sea Island, Full 8-inch White Washable Kid, Light Welt Sole, 
Medium Welt Sole, Cuban Heel, Our New ro, White Soles and Heel, English Walking jg Saw my XV Covered Heel. You need this 
104 Last. st. ‘or Easter. 


AA, 4to 8 A to D, 24% to 8 


Moore-Shafer Shoe Mfg. Co. 


BROCKPORT, N. Y. 
NEW YORK OFFICE: 606 Marbridge Bldg., Broadway at 34th St. 
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SUUCEOUECGCOGGHOCHOCOQGEROORGRUCOUGORGOGRORCCROCORCRRCCUCORGCROCOGOORORRGOGGOCGCORRECORGURGCRGCERGORGEORORGCUGOROOGCEROLEGOOGORGORCORROQGGOROOROORRORCOORGOROCEOESCCRROOK 


BLOG SHOE FINDING CO. 


147 DUANE ST., NEW YORK 


Has purchased the Entire Stock and succeeded to the business of the 


INTERNATIONAL SHOE SUPPLIES CO. 


FORMERLY “THE HOUSE OF KRIEG” 


148 DUANE ST., NEW YORK 





C) 
WE WILL SELL THIS STOCK OF 


$55,000 Worth of Standard Goods 


IN FINDINGS AND SHOE STORE SUPPLIES 
OF EVERY CHARACTER 


SHOE LACES ARCH SUPPORTS 

SHOE DRESSINGS CEMENT AND SHOE TOOLS 
RUBBER HEELS OVERGAITERS AND LEGGINGS 
BATHING SHOES INSOLES 

SOFT SOLES AND BAREFOOT SANDALS SHOE TREES 

SHOE FITTING STOOLS RUBBER BOOT SOCKS 


AND HUNDREDS OF OTHER ITEMS 


AT A BIG TRADE DISCOUNT 
MUST BE SOLD BEFORE MAY IST 


Call and look the stock over or write as to lines in which 
you are interested. We will quote prices 


BLOG SHOE FINDING CO. 


147 DUANE STREET 
NEW YORK, N.Y 





SUUGUGUGUGOUGEOOUGROQUOQUGOUGHOQUOOUGHOOUGHROHOOQUGUGHOOUGUUGHOOUGHDOUGUCOUOOUGUOOUGUGHOGUGUUGHROUGOUGOAQUGUODOROQUGHOOHGUOQHOGHOQNDORGUGNGHOQUGUGQUGUGRROUGHOQCQHOONGUNGEDOUGUGODGUOROORONGHOQUGEOOSONGOHOORONOONGHOONGEOONONGUDRUOESE 
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. iEt 99 
ravenclle 


Registered U.S. Patented Office 


Is NOT a Cloth! 


It Is Our Registered Trade-Mark 



































N the form of this tag attached to men’s or o 
women’s cloth top shoes, it indicates that the err 
cloth has been treated by our water resisting | Ghavenclle 
process. The ‘“Cravenette’ Finish protects the | 
fabric—even the most delicate shades, against the | PRESERVE ITs 
damaging effects of moisture. | | APPEARANCE | 
B 8 & 

Any kind of fabric can be ‘“‘Cravenette”’ Any manufacturer can secure this tag 
treated with benefit to its appearance and from us and supply it on your Fall 
wear, including white cottons, fine-colored shoes at a cost of a couple of pennies a 
silks and wool corkscrew cloths. pair. 

Added to the extra value in the It will add far more than two cents’ 
fabric is the extra selling power of the worth to the value of the shoes. Use it 
famous trade-mark “‘Cravenette.”’ as an advertising and talking point. 

aS 8 8 


Merchants, take up the question of cloth 
top shoes “‘Cravenette” Finished with your 
manufacturer! 


Manufacturers, take up the question with 
the cloth jobber who supplies you or with the 
““Cravenette” Co., U. S. A! 


CGuawenelle Cd, USA Room 1726,354 Fourth Ave., NewYork 


WESTERN AGENTS BOSTON AGENT 
J. LEVY SONS, Cincinnati R. W. HULL, 64 Castle Street 








SA 
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A few of the advertisements featuring 

“@.menette for shoe cloth tops and spats 

which will appear in magazines this year 
ae a a la a 








E would not ask you to order tisements which particularly feature 
your Fall cloth-top shoes with the shoes. All our advertisements mention 
‘““Cravenette” feature if we did shoes. Let us send you an advance 


not mean to help you resell them. 

For years the leading merchants of 
the country. have been advertising the 
‘“‘Cravenette” Feature on clothes to good 
advantage. This year through our ad- 
vertising we are going to make it just 
as valuable to feature on shoes. 


copy of the unique 8-page advertisement 
scheduled to appear in Vogue, Oct. 15th, 
a page of which is reproduced above. 
This is only one of the hundred of 
advertisements scheduled. In anticipa- 
tion of this advertising some of the 
finest New York stores will show “‘Crav- 





Above are shown a few of our adver- enette” tagged cloth top shoes this spring. 


FREE 


Our big consumer advertising campaign will also feature 
How does “‘Cravenette” pro- 


strongly the shoe which 
“TAKES THREE TIMES AS LONG TO LE A K—the “Cra- 
tect cloth tops, leather shoes and 
spats? You can see for yourself. 


venette’’ damp-proof shoe—a leather street shoe for women in 
which the leather itself, including soles and seams, is ““Craven- 

Send for a FREE sample of 
“Cravenette’’ Powder, shake it 


ette”’ Finished. 
into a glass of water and then 


THIS LABEL ON EVERY PAIR 
x a 
| 6x 7 We 7 enelle * 
try to wet your finger in the 
water. You'll find it impossible. 


This same powder in an invisible 






The “Cravenette”’ e 
damp-proof shoe bears 
this label and is made 
by the following manu- 


- facturers: ae 
SOLES, SEAMS AND UPPERS 


x4 ye Brooklyn, N.Y. ~ Plaut-Butler Co., Cincinnati, Ohio & : form is what protects the shoes. 
ousine Co., The Pingree Co., This same experiment may be 
r= Brooklyn, N. Y.’ Detroit, Mich. . A 


Croxton, Wood & © 
313 New Street, Philadelphia, Pa. 
Laird, Schober & Co. 9 
Philadelphia, Pa. 


performed in your own store to 
convince every customer their 
shoes are worth more when they 


Smalz-Goodwin Co., 
Philadelphia, Pa. 


S. Weil & Co., ipe-s 


nies Dan peal Te b ““Cravenette” tag or label 
- ’ , ear a venette . 
Thomas G. Plant Co., Wright & Peters: ve : 


Boston, Mass. 
S. RAUH & CO., New ee "4 


York, are the ‘Sole CGuasenelle Finished LEG tes 


Manufacturers of 


Cuaonele Cd. U. USA.Room17 26,354 Fourth Ave., New York 


WESTERN AGENTS BOSTON AGENT 
J. LEVY SONS, Cincinnati R. W. HULL, 64 Castle Street 


eR CE RR PRE RRS GR ESE RS EPG AER SE a TE LE LTTE LILES TEE Sis 
¢ 


Send for the powder and make 
the experiment yourself. 








28 


BOOT AND SHOE RECORDER March 17, 1917 











GALLUN’S 
AZTEC CALF 


A QUALITY LEATHER 


AZTEC CALF is a leather made for a spe- 
cific purpose -- a specialized leather that has 
a distinct field. 


AZTEC CALF is a summer leather so made 
to keep the feet cool and comfortable during 
the warm months. 


The pores of the natural hide are left open in 
the tanning thereby affording a ventilation to 
the foot that is extremely desirable. 


In addition to this, AZTEC CALF takes a 
brilliant polish -- the kind the well dressed 
man likes to have -- and what is more -- this 
leather holds its polish. 


AZTEC CALF resists surface bruises -- that 
is to say, it doesn’t chip off here and there. 


In short, AZTEC is aGALLUN QUALITY 
leather, made in the careful manner which 
characterizes all of GALLUN’S leather 
products. _ Specify it. 


A. F. GALLUN & SON 


MILWAUKEE, WIS. 
H. A. ELY, Manager 11 East Street, Boston 




















Buyers’ Easy Reference Directory 


i LZ 










Women’s Comfort Shoes 





OUR PRODUCT 


BALS AND JULIETS 
TURNS AND McKAYS 


eM sHisaer I OW 


LYNN, MASS.U-3.A 
TET 


J e 


Z Attractive Window Displays $ 


Increase Your. Sales 


Use D. & S. Background Papers and 
Watch Your Business Grow 


3 

t 

CHANGEABLE INSERT SCREENS, PED- $ 
ESTALS, FLOWER BOXES, BORDERS, 

ROPING, FLOWERS, Etc. : 22 

f 

é 

* 


SEND FOR SAMPLES DEPT. B 


DOTY & SCRIMGEOUR SALES CO., INC. 
74 Duane Street 


New York City 





uu The Best Shoe On Earthow, 


Perspiration Kills 


The Best Shoe on Earth is not proof against the destruction of 
linings, stitches and innersoles caused by excessive foot perspiration. 

MACK’S FOOT. LIFE isa positive remedy that eliminates per- 
spiration and keeps the feet in a normal healthy condition, and 
means 


Comfort and Economy to the consumer, 
Profit and Prestige to the dealer. 


ALSO 


Safeguards the reputation of the shoe maker. 
If your jobber is not “on the job,” 


WRITE 


MACK’S MEDICAL COMPANY 


333 Tremont Street, Boston, Mass. 


iii iii iii ty 


HOCCUGREGHURGECRGRECRCCCEREERURCEGRGCRCREGRRRCCRCOCCRRCRRRRRORCRRREGRRORORERROEEES 


a 


SUURCECURGRUOROGURRGRECERORERRCRRORERECGRRRCCRCRRGTARCRCCRRRRCROROCCORRRRCROROCEEES 


HENRY LILLY CO. 


AUCTIONEERS 
88-90 READE ST., N. Y. 
TRADE SALES 


of 
SHOES and RUBBERS 


' 


Every Wednesday and Friday 


PO 
TTT 





HOMPSON SHOE CO. 
ST. PAUL, MINN. 
MANUFACTURERS OF 


WORK SHOES 


We carry a complete stock on the floor. Let 
us send you samples. 





We also make a complete line of Men’s, Wo- 
men’s and Boys’ Hockey and Skating Shoes. 


We have some open territory for good salesmen 


CUUDEGUEOQUUOGGURRORRRRGEROUEREOURROGREQDQQRERGROOORS 
RORERUERGQGECGEOGEOGOGUCOESORQUREORCOCEQRORGRRGRREROERE 


Strootman Cushion Arch Molds 


Put elastic cheer in your foot-troubled 
customer’s step. 

They instantly relieve weak, sore and tired 
aching feet because they are light, comfort- 
able, foot-conforming and shoe-fitting. 


UNDER TROUBLED FEET 


are a long-felt want to prevent falling of 
the arch and protect active feet against 
common foot troubles. 
Strootman Cushions are 
built of a high-grade piano felt to give 
plain, every-day satisfaction and make 
new friends for you. 

Write for literature today. 


scientifically 





Strootman 


Cushion John Strootman, Buffalo,N. Y. 


Ty 
PEE 








ETT 
-= 


A Snappy Boot 


For Your Young 
Ladies’ Trade--- 


Goodyear Welt. 
Tuxedo Fox. 24% 


Imt. Wing Tip. 
1 3-8-inch Heel. 
to7. AtoD. 


$4.50 


Style 4409 IN STOCK 


= 122-124 Duane St. 
= Powell Campbell. wow vows. 


SUDORUGUOUCQUGOOREOGQOCGUUGCQEROGEOGOUQCQEQGUUCGCRUGROGCROCQOOCOUCCEOQGERGOGES 








()LO 100 READE ST., N. Y. 


OVERGAITERS 


White as the driven snow 
Shapely as Venus De Milo 


o 
rm 
CQ: 
ro) 
Ep 





IN STOCK 
a Bi: I ia ssi cn. 0.55, 5:85:28 21s een $12.00 
Also 
Stock No. 1021—Pearl Gray................. 12.00 
Stock No. 1022—Champagne................ 12.00 
Stock No. 1033—Taupe...............02-005 12.00 
Stock No. 1035—Chamois..................- 12.00 
Send for Sample Dozens. In Stock 
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DR. A. REED’S 


Latest Invention Is an Improved 


CUSHION SOLE 
SHOE FOR WOMEN 


THIS IS NOT THE ORIGINAL 








[a ~ Uy 
The Last ~ The Best 
Improved 


CUSHION 
SOLE SHOE 





CUCL 











“Dr A.Reed. Patented 1901-2-4. Thisis 


made. 


























Remember one thing, Mr. Retailer--- 
our Improved Cushion Sole Shoes are 


appreciated by every woman who wears 
them. Normal Feet are just as pleased 


with them as those suffering from foot 
troubles. You can build up a trade that 
will stick to you. Stylish shoes as well 
as staples are popular. 


MADE BY 


A. H. BERRY SHOE Co. 


PORTLAND, MAINE 


Send for Further Information 


Study the accom- 
panying diagram to 
see how this shoe is 





| previously patented but is Latest invention DR. A. REED’S CUSHION 
{| SHOE PREVIOUSLY PATENTED 
| BUT 


HIS LATEST 
INVENTION | 


STOCK No. 
W283 
KID POLISH 
KID TOP 
KID TIP 
No. 16 LAST 











STOCK No. 
W290 
KID OX- 
FORD, KID 
TIP, CATS- 
PAW HEEL, 
RUBBER 
KROME 
SOLE 











Wonderful Flexibility and Extra Long Wear 











March 17, 1917 








TUOGNNOUOUOOOEOOONOOOEONOOOAUOOUROGONNOOESUOGROUOOUSOGEOUOUEOOUGNNOUNOOOENOONORORED 

















Buyers Hasy Reference Directory 





Pattern 1056 


CHANDLER’S 
PUMP BOWS FOR SPRING 


Our Own Original Designs 
MAY BE PURCHASED IN EITHER 


Gross Grain, Satins, Moires or Black and White Creations 
Send an Order for Assortment Adapted to YOUR Special Trade, 


WRITE FOR STYLE FOLDER 


| C. A. BROWNING CO. *iosrenriae"™ 





ELLERS-EVERS-CO-INC 
IN STOCK @| 


re) 

v WOMEN’S v 
* NOVELTY BOOTS 
E E 


Write for descriptive catalogue and 


price list of in stock shoes. 


© 08 READE ST-NEW YOR © 


Everything in 
Wood Heels 


Our experience and time at your service 


BEST WORKMANSHIP 
PROMPT DELIVERIES 


A. R. WADE & CO. 
HAVERHILL, MASS. 


No. 186 


METAL | 
SHOE FITTING | 
STOOLS | 


Write forour §f 
catalog 
and prices 


f THE CHICAGO WIRE CHAIR CO. 
: 621 N q La Salle St.. 





__CHICAGQO, ILL. 


| IN STOCK 
SATIN SLIPPERS 


FOR EVENING WEAR 


“Made of good serviceable satin, in operas. 
A with and without rosettes. In Cuban or 


\ 1-2 Louis heel to match. Black, white, 
= pink, blue. 


SLIPPER CO. 
116 Duane St. TERMS 
NEW YORK, N.Y. Heda te 













—K—Kw—hh ———$—SSS—S=SSSSSSSLAAATTTTTITATINTITIIIES 


COLUMBIA 


FIBER COUNTERS 


EXCEL IN QUALITY — PERFECT FIT 
WATERPROOFING AND DURABILITY 
We assure you Satisfaction es 


‘COLUMBIA-COUNTER-CO- 


349 CONGRESS ST. BOSTON, MASS. 








UTD AOL DHONI af 
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f rangement 
| Ever Planned 


Write for Catalog 
The C. F. Streit Mfg. Co. 


1047 Kenner Street 
CINCINNATI, O. 











IMPROVED VENTILATING CORSET 


ANKLE SUPPORTS y 
SELL NOW si 


NATHAN ANKLE SUPPORTS 
WILL STRENGTHEN ANKLES 





Co. Tals menufectare te mele 
gader lmnet ond afeeeme 


+» New York City sic. 400s 
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THE _m 






EVEREADY 
SHOE 





In the Boot & Shoe Recorder issue of March 3, 1917 there was a page 
advertisement asking for suggestions fora NEW MAN’S SHOE based 
on the fact that nothing fundamentally new had been designed in men’s 
shoes in ‘‘twenty-five years.”” Anastonishing statement. We are in- 
formed that up to the time of this issue no suggestion from anyone has 
been received. We have been calling the attention of the readers of 
this journal to the Eveready Shoe for several months. 


The Eveready Shoe is fundamentally new. New patterns, new lines, 
new measurements are necessary to make the Eveready Shoe. The re- 
sult is a shoe of greater comfort, greater convenience, better foot dress- 
ing, more style. The Eveready is a ‘‘tailored top” shoe which makes 
any man’s foot look smaller and more neatly dressed than any other style 
of shoe. 


Send for a Trial Pair 


EVEREADY SHOES 222%, 
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—_**GILLETTE”’ “HULA” 


THE “JUST WRIGHT” SHOE 


Four live lasts added to the JUST WRIGHT line. 

Distinctive and original. 

Will make it easier for you to get the necessary higher prices. 

Our salesmen are in your territory now. 

Early buying is the order of the day. 

Write the factory that you would like to see the JUST WRIGHT line, and we will have 
our salesmen advise you at once when you may expect him. No obligation to buy. 





© 





9 
u Sixteen big numbers in stock. Send for catalogue B. 
EK. T. WRIGHT & COMPANY, Ince. : 
» FACTORY, ROCKLAND, MASS. @ 
¥9 BOSTON OFFICE NEW YORK OFFICE CHICAGO OFFICE SAN FRANCISCO OFFICE x 
so 188 Essex Street Marbridge Building 1400 Great Northern Building 321 Paeific Building x 
9 bc & 





| 





| 
| 
| 
| 
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\Holterrhoec... 









The 
Classy | 
Footwear 
for 


Nineteen- 





Seventeen 





The appearance of ‘“Holtershoes’’ 








makes a direct appeal to the eye. 
The feel of the shoe on the 
foot gives full confidence as 


to comfort. 








The actual service never 





fails to satisfy, 






even the most 


exacting. 








rasa 


“Holtershoes” 






make sales easy— Style No. 125. Net 30 Days $7.50 
bring pleasing profits— Light Grey Kid, 844 inch Regent lace, new oval throat, 
m “ . imitation turn, two inch covered Louis heel with plate. 
give satisfactory service. AA to D. Sizes 3 to 734. Ready to ship March 15. 
S Th 
|, e Holters Company 
Cincinnati 


w/ . Operating 
. The Miller Shoe Company and The Holters Shoe Company 
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Trade Winners-Everyone 


The above fitly describes our Spring line of 


“STAR BRAND” 


High-Grade Shoes for Women 


Your best customers will be quick to note the many fine 
points in our Spring Footwear—beautiful appearance, cor- 
rect style, perfect fit and finish—and when you tell them that 
these shoes are “‘all-leather—no substitutes,” the sale is made. 

















Start your Spring Drive with the 
right ammunition—and enough of it. 


Write or wire for salesman 
or catalog showing our en- 
tire line of “Star Brand”’ 
all leather shoes for Men, 
Women and Children. 


5100 — Ladies’ Patent yoo 
“SOCIETY” Turn, 
Seamless Vamp, Lag ee io 
and “Hesk hic 16-8 \ 
a bs Hi lain Te. $340 SOCIETY 

sams eee as +e 5352 













5352—Ladies’ Black Kid “SO- 
CIETY” Turn, Circular 
Vamp, Pickford Last, 16-8 
New Cuban Heel, a seep, 

Plain Toe, Sandal, B, D, 2- 


5313—Ladies’ Patent “SOCIETY” 
Turn, Circuler oe 
Pickford Last, 16-8 ¥ 
Heel, 7-bar, Plain Toe, Pimp, 
| ON aoe 





Star Brand 
Shoes 
Are Better 


ON EVERY HEEL They Cost LESS Per 
Month 











ROLERTS, JOHNSON & RAND 


MANUFACTURERS Branch of International Shoe Co. . ST.LOUIS 
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ARE ON THEIR WAY 
TOWARD YOU 
9-inch lace boots with new patterns 


and new lasts, in leather or in com- 
bination with fabrics. 


SPORT SHOES WITH FLAT HEELS 
WITH FIBRE SOLES 


WALKING BOOTS, TRIM, NEAT 
AND ATTRACTIVE 


Style No. 461 
Last No. 104 


Gray Cloth Top, Gun Metal Vamp, 
An Exclusive Walking Shoe. 





Top, Leather Louis 


WELTS 





Style No. 419 
Last No. 98 


Whole Quarter Boot, Brown Fabric 
Top and Forepart, Havana Brown 
Tip, Collar and Backstay, Leather 
Louis Heel. 


JOHNSON BROS. SHOE MFG. CO. 


HALLOWELL, MAINE 





a 2 ————— 
D4 — —S Was < 
; y} a, =/= SA 
J Cf = 
= A 


: WAN 








Style No. 413 
Last No. 98 
Tan Vamp and Quarter, Chamois 


McKAYS 
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Pine [ree State 
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Heel. 
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: This is a new Spring model showing a white kid quarter : 
: and black kid vamp—with an imitation wing tip and toe : 























=: perforation. 

















HOES OF GRACEFUL ELEGANCE 
~ comprise the present Carlisle line of 
women’s footwear. 





The particular woman whose shoes must be cor- 
rect in material and in contour will welcome an 
opportunity to view this line. 







































































Clever style and excellent workmanship wie 
the Carlisle line a most salable one. 

































































A card to us will bring a member of our traveling 
staff to your store. oe 


“As 
CARL SLE SH am Co.. 


New vee. 1cac f 
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We are now located in our new sales- 
rooms where we offer for your inspection our 
well-known lines 


Czarina Calf 


Panama Sides 


in black and the leading 
colors. Chrome tanned. 








J.S. BARNET & SONS CO. 


Corner of South and Essex Sts., Boston, Mass. 
Tanneries, Lynn, Mass., U. S. A. 
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Dryden Rubber Co., Chicago 


BOSTON DETROIT 
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Undisputed 
Leadership 








PU 


Educator Shoes enjoy the proud distinc- 
tion of being the leading line for men, 
women, misses, boys, children and infants. 


Leadership is acquired only through superior qualifications. 


Educator Shoes possess the necessary qualifications. 


Thousands of retailers testify to the leadership of Educator 
Shoes. 


Hundreds of thousands of consumers testify to the leader- 
ship of Educator Shoes. 


The retailer who is not profiting by this leadership is losing 
good business. 


Educator Shoes are in stock ready for immediate delivery 
in each of our nine wholesale Rice & Hutchins houses. 


WHOLESALE DISTRIBUTING HOUSES 


The Rice & Hutchins Chicago Co. The Rice & Hutchins Cleveland Co. 

The Rice & Hutchins New York Co. The Rice & Hutchins Cincinnati Co. 

The Atlas Shoe Co., Boston, Mass. The Rice & Hutchins Atlanta Co. 

The Rice & Hutchins Baltimore Co. Joseph I. Meany & Co., Inc., Phila. 
The Rice & Hutchins St. Louis Shoe Co. 





Rice & Hutchins, Ine. 
20 High Street, Boston, U. S. A. 























